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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 








A Progressive SURETY and CASUALTY Company 

















0c - 0 == ¢ 5OC 0c 20 
CONTRACT DIRECT WITH THE UNITED STATES HEAD OFFICE: 
HOME OFFICE 431 Insurance Exchange, Chicago, Illinois 
An old organization with a new plan now wants an ASSETS at 12-31-21 : $9,210,106.98 
agent in every city of over 10,000 population. Offers 
for the first time an exclusive agency in the following ACCIDENT AUTOMOBILE 
cities AND HEALTH AND TEAMS 
Illinios Wisconsin Missouri Michigan Pennsylvania INSURANCE INSURANCE 
Aurora Milwaukee St. Joseph Bay aed Altoona 
Cicero Racine St. Louis Flin Chester 
Decatur Superior Grand Rapids Erie 
East St. Louis Madison Nebraska Jackson Harrisburg 
iet Omaha Kalamazoo Philadelphia 
kford Kansas Lansing Reading 
Wichita New Hampshire Saginaw Wilkes Barre 
Indiana Topeka Concord York 
Evansville Manchester 
Gary Nashua 
Indianapolis * 
South Bend 
The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 
Premium Rates—The Lowest 
Policy Forms—None Superior 
= . ALL LIABILITY WORKMEN’S 
Wr ‘he f ] 
rite the Home Office for particulars LINES AND _ COMPENSATION 
SPECIAL RISKS INSURANCE 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building. 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
55 John Street, New York City 
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HEN CAMILLUS took the 
of dictatorship over 
one of his first edicts 


reins 
Ancient Rome 
was to honor wives and mothers. 
Prior to his advent women. had 
largely played the part of slaves. 
Their job seems to have been to 
rear childrenanddo domestic chores, 
for which they hardly received 
thanks or respect. Camillus, ! 
ever, decreed they should 
their place in the glory of the Em- 


now- 


have 


pire and so changed the order of 
things that within a few years ‘So 
’ was referred to as ‘‘the Son 
The man who failed 


and So’ 
of So and So.”’ 
his wife 


to revere his mother 


received scant courtesy from his 
neighbors and at death the husband 
or son was obliged to lay aside a 
number :of talents with which to 
provide a funeral oration over the 
departed woman of his household. 
The man who could arrange for the 
greatest oration on such an occasion 
was the most admired. Today a 
man is supposed to plan for more 
than a funeral oration and flowers. 
He must follow the rule of Camillus 
and honor his family by providing 
protection as exemplified in life 


insurance 


surance Company of America 


f NewJersey 


d under the laws of theStateo 
Edward D. Dutheld, 
tome Office, New irk, 


President 
New Jersey 


1. 


2. 


3. 


4. 


5. 











WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 


A preliminary text book, or primer, deal.! 
ing with the fundamental principles og) 
which all sound life insurance rests,” 

Price $1, 50. 
How To Sell Insurance 4 


The chief aim of this book, as the title ind 


dicates, is to teach the inexperienced agent. 
how to do his work, and build Up a re 
munerative business. While it is intends 


ed primarily for the new agent, it embodieg! 
a great deal of instruction that ought to bes 
of value to the agent of experience. If 
will also be useful to those who are en 

gaged in the work of training inexperie| 
Price $2,007 


3 agents. 


The Prosperous Agent | 
This little book is for the guidance of exes 
perienced and inexperienced agents alikej 
It gives a catalogue of the characteristics 
—the mental equipment —of the success: 
ful business man, and tells how these 
qualifications can be utilized to the great-) 
est advantage by the insurance salesman} 
The instrument with which the agent doesi 
his work is his own mind. The material? 
on which he uses this delicate instrument} 
is the mind of another person. It is alf 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.0) 
Red cloth $1.50 
The Art of Insurance Salesmanship7 
This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimus 
late the thought, fire the imagination 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 
This concluding volume describes many 
ways of soliciting life insurance and if 
cludes a number of canvassing plans con 
tributed by experienced field men, wit 
the author’s comments on_ these plang 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





Tue Spxcrator is published every Thursday by The Spectator Company, at 185 William Street. New York, N. Y. Entered as second-class matter June ® 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tux Spectator, Volume CIX, Number X, Sey stember 7, 1922; $4.00 per annum. : 
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on Acquisition Cost 
Hartford’s Big Rain Policy 
Regular Life Supplement 
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INSURANCE COMMISSIONERS IN CONVENTION 


Big Attendance at Swampscott Despite 


(Special Dispatch 


YNN, MASS., Sept. 5—The fifty-third an- 
nual meeting of National Convention of 
Insurance Commissioners opened Tuesday 

at Ocean House, Swampscott, a beauti- 

fully situated seaside resort twelve miles 

north of Boston, Mass. There was not a 

full attendance at opening session Tuesday 

morning because of railroad conditions, 

snd therefore many of the delegates failed to arrive till well 
dlong in the afternoon. In the absence of Governor Channing 
C. Cox of Massachusetts, Commissioner Hobbs of Massa- 
chusetts opened the convention and welcomed with chosen 
words the commissioners and their guests from various States. 
The Hon. Platt C. Whitman, Insurance Commissioner of Wis- 
consin and First Vice-President of the National Convention, 
fesponded to the words of welcome and in an informal speech 
thanked Commissioner Hobbs in behalf of his conferees for 
the kindly greetings. Roll call brought present answers from 
twenty- six States. This number was increased steadily, and it 
is estimated that by late afternoon representatives from every 
State Department were present. The Hon. Thos. B. Donald- 
son, Commissioner of Insurance of Pennsylvania, delivered the 
President’s address. He outlined the accomplishments of the 
far and spoke of the many important matters which would be 
Prought before the convention for discussion and possible so- 
tion. Owing to the late arrival of many of the delegates, no 
mportant committees reported and the meeting adjourned till 


from Our Staff 


Railroad Delays 


Correspond ent) 


The first speaker of the afternoon was the Hon. 
Indiana, 


the afternoon. 
S. MeMurray, 
whose subject was “Uniform Methods of 
Making.” Mr. McMurray treated his subject in a very in- 
teresting and entertaining this 
paper, Deputy Commissioner Cotter of Washington and Deputy 
Commissioner Wm. FE. White of West Virginia responded, Mr. 
White tersely concluding his remarks with the statement that 
if the State takes to making rates the next thing the State will 
do is to write fire insurance, which is contrary to the spirit and 


Thos. Commissioner of Insurance of 


lire Insurance Rate 


manner. In a discussion of 


genius of our great country! 

The second and final paper of the afternoon was read by the 
Hon. Francis R. Stoddard, Jr., Superintendent of Insurance of 
New York. Mr. Stoddard ably and comprehensively treated 
his subject, “The State Supervision and Regulation of Insur- 
ance Mr. Stoddard traced the history of legislation 
tending to the regulation of rates, which dated from the anti- 
compact legislation, and followed it to the last rate laws follow- 
ing the Lockwood investigation in New York. 

The acquisition expense seemed to loom up as one of the great 
the insurance commissioners. The 
James I*. Ramey 


Rates.” 


problems to be treated by 
discussion was limited to a paper by the Hon. 
Mr. Ramey stated that the expenses of insurance 
companies were unnecessarily high, due to many causes—chiefly, 
He stated that present 


of Kentucky. 


however, and to not taken policies taxes. 
method seemed to be wrong in principle and might be less 
burdensome if a tax on trade or underwriting profit were sub- 
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stituted for excess commissions. 


sion ought to be established throughout the country. 
forms might be instituted by legislation intervention, depart- 
mental rulings, or by companies themselves. j 
seemed of the opinion that co-operation between the commis- 
sioners and the companies might accomplish a proper solution. 
G. Dunham, R. E. Daley, 
C. O. Evans, W. A. 
Fort, H. O. Fishback, J. W. 
A. Gough, H D. Appleton, J. C. 
Adderly, G. R. Allen, J. U. Barry, G. G. Brace, Allen BroSmith, 


Among those present were: F. 


E. H. Dearth, J. E. Dunne, H. J. Drake, 


Frash, A. W. Fulton, F. W. 
Fletcher, E. B. Fackler, E. 


A uniform basis of commis- 


The re- 


Mr. 


Ramey 








Commissioner Donaldson’s Address 

Thomas B. Donaldson in his presidential ad- 
dress said in part: 

Commissioners or superintendents of insurance and 
should be removed from the blight of 
Both should be appointed for life 
banking or insurance depart- 


of banking 
political upheaval. 
tenure. Gambling with 
ments is a dangerous thing. 
I shall at all times do whatever I 
these two offices from the dangerous trammels of parti- 
san politics. One certain way to insure a permanent 
department pclicy is to give, by statute, the deputy of 
give the 


In office or out of office 


may do to remove 


the insurance department the real salary and 

commissioner (politically named) the nominal 
You have no idea what a true gyroscope this would be! 
Further, it would be quite equitable hecause the deputy 
providing the 


salary. 


of any State department is the man 

brains. I speak from personal experience. It is often 
very gratifying to me. And yet I still retain my 
salary. 


I have spoken of the importance of having this con- 
vention an active daily factor. And I have suggested 
that lack of funds alone prevents it from being a con- 
stant daily factor. ; 

The source of requisite funds is patently plain. Why 
funds are not available veers me into another channel. 
What I have to say is predicated not upon theory but 
upon accomplishment in my own State. 

Let me return to the matter of qualification of candi- 
dates for licenses as agents and brokers and indicate 
just what restrictive measures mean in so far as they 
reflect upon the adequacies or inadequacies of appro- 
priations for the “not-a-red-cent’’ insurance depart- 
ments. 

Considering that the statutes of < 
markedly indefinite in qualification 
applicants for license as agents or brokers, it is 
tonishing to realize that despite the tremendous number 
to remain 


ll of our States are 
requirements for 
as- 
of individuals who invade the business, 
briefly or permanently, the insurance business stands 
alone by reascn of its cordon of protection for the 
public. No individual may sell insurance in America 
(other than those serving fraternals or county mutual 
fire companies and who know as much about the in- 
surance business in its diverse channels and magnitude 
as a pullet knows about calculus) unless he or she is 
authorized to do so by the insurance department of his 
State, and by virtue of a license or certificate of au- 
thority which, as a rule, bears the seal of State. It is 
more than astonishing to me to see the seal of State 
given to individuals (agents’ or brokers’ licenses) who 
have fifty cents or a dollar as their sole qualification 
The layman, when he sees a State 
that the 


to sell insurance. 
seal on a license, very naturally considers 
possessor of it is an individual who, by mental attain- 
ment and business reputation, is worthy of it. It may 
be, and often is, quite a disastrous thing for any in 
surance department to heedlessly issue licenses. 

An ignoramus vested with authority to place all sorts 
of policies of insurance is as safe a proposition as 
dynamite in the hands of one who wants to hurl down 
all governments by blowing them up. 

This is a subject I have been pounding 
three years. You, my 
“Well, what are you going to do about it?” 
is: ‘‘Well, I have already done something about it.” 
You are not apt to say: “Tell us about it!’”’ I do not 
need to tell you about it. The agents and brokers of 


upon for 
naturally 
My reply 


conferees, query: 








your State are soon going to teil you about it. Don’t 


fool yourselves for a minute. 
busy, because you are men of intelligence. 


Commissioner Donaldson said also: 

I may be entirely wrong in my prognostication, but 
I am of opinion that the year 1923 will see the retire- 
ment or closing of many companies, especially casualty 
Economic conditions have been running riot 


companies. 
unthinkingly or deliber- 


and the American people are 
ately lawless. Coping with a tottering fire company is 
within the realms of the practical, but a 
indeter 


something 


tottering casualty company—considering the 


minate nature of many types of casualty claims 
merger or 


is a 


most discouraging matter for reinsurance, 


saving, in any way. 


Third Year Fire Course Announced 
The Insurance Society of New York has an- 
nounced the speakers and subjects for the third 
year course in fire insurance of the Insurance 
Institute of America. The lectures commence 
on Thursday, November 16, 1922, and will be 
held at the Library, 84 William street: 
Fire Insurance Rating: Principles and Practices, 
Analytic System, Edward R. Hardy, New York Fire 


Insurance Exchange. 


Agency, Agency Law, Organization and Manage- 


ment, John M. Watkins, Continental Insurance Com- 


pany. 

Fire Protection: Automatic Sprinkler Equipments 
and Supervisory Service, Edward P. Boone, New York 
Insurance Exchange. 


Settlements, 


Fire 
Fire 

Assurance Company. 

Fire Hazards, William D. 

Mercantile Insurance Company. 

Textiles Textile Industries (Cotton Mills), C. 

Jarstow Langdon, Factory Insurance Association. 
Paper Mills (Pulp and Paper), J. D. Erskine, North- 


Loss Prentiss B. Reed, Phoenix 


Chemical Grier, North 
British and 
and 


ern Assurance Company. 

Vegetable Oil Works, Ernest Kronimus, Home Insur- 
ance Company. 
Requirements: State 
Fire Insurance Company. 


Legal Supervision, Myles 


Walsh, Niagara 


N. Y. Indemnity Increases Capital 
The New York Indemnity Company has com- 
pleted its capital increase and the change has 
been verified by the New York Insurance De- 
partment. The company now has a capital of 
$=0,000 and a paid-in surplus of $500,000. The 
New York Indemnity is closely allied with 
the National Surety Company and has a strong 
official staff and board of directors. Thus far 
its operations have been restricted to business 
through the Kenny Agency, of 80 Maiden lane, 
this city. 
R. F. Ormond Dead 
The Southern Surety Company has announced 
the death of Vice-President R. F. Ormond. 
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Speedily must you get 


William BroSmith, D. E. Bradshaw, W. H. Bennett, Le 
Brown, J. Barbee, W. W. Bryant, J. W. Button, J. C, Bardwell, 
R.S. Burlingam, EF. J. O’Shea, Jesse Phillips, George P, ] 
W. I’. Rogerson, A. C. Savage, I*. R. Stoddard, S. H. Wolfe, 
E A. Gedding, A. I’. Gates, B. W. Greatheart, H. R, Gordon, 
C. M. Goddard, C. W. Hobbs, I*. H. Hardison, T. J. Keating 
R. W. Malpass, S. W. McCulloch, C S. S. Miller, F. W. 
McAllister, G. W. McCutcheon, Jos Blackburn, A. W, Burke, 
S. B. Blank, J. J. Cadigan, S. A. Coulter, C. D. Coulbourn, }, 
Cheatwood, W. K. Chorn, W. Condon, W. S. Crawford, Jack. 
son Cochran, J. W. Cronin and Thos. B. Donaldson. 


GUY CARPENTER RESIGNS 

No Manager Selected As Yet to Head 

Cotton Association 

Guy Carpenter, manager of the Cotton As. 
surance Association, tendered his resignation at 
the annual meeting held in this city last week 
No successor has so far been appointed. The 
withdrawals of the Springfield Fire and Marine 
and the Niagara Fire were also announced, 

The southern and eastern advisory commit. 
tees were elected as follows, no changes in per- 
sonnel being made except those necessitated by 
death or the retirement from office of old mem- 
bers: 

Southern committee.—Milton Dargan, Royal; 
W. E. Chapin, Fire Association; S. Y. Tupper, 
Queen; FE. T. Gentry, Firemans Fund; W. RB. 
Prescott, Hartford Fire; J. G. Pepper, Liver- 
poo! and London and Globe; R. N. Hughs, In- 
surance Company of North America. 

Eastern committee—F. C. Buswell, Home: 
C. F. Shallcross, North British and Mercantile; 
R. M. Bissell, Hartford Fire; Sheldon Catlin, 
Insurance Company of North America; S. T. 
Maxwell, National Fire; A. R. Phillips, Great 
American. 


Cincinnati to Have Trained Watchmen 

A school for night watchmen is being pro- 
moted by Capt. J. J. Conway, superintendent of 
the Cincinnati Salvage Corps, as a result of 
serious water damage recently sustained by 2 
local department store when the night watch- 
man tried to communicate with the store super 
intendent to find out how to proceed. Supetit- 
tendent Conway scored the negligence of et 
ployers who fail to instruct their night wate: 
men as to what to do in emergencies. 

Superintendent Conway's school, under the 
plan he is working out, will be conducted om 
afternoon each month. 

International Claim Association Meeting 

The thirteenth annual meeting of the Inter 
national Claim Association will be held 
September 11, 12 and 13 at Atlantic City, N. } 
Among the speakers will be Wm. BroSmit 
vice-president, Travelers, Hartford; James ' 
Barry, fourth vice-president, Metropolitan Lite 
New York; Dr. C. R. G. Forrester, Chicas 
Dr. S. R. Rinehart, U. S. Veterans Bure#! 


—————— 
an 


’orter, 
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Washington; John A. Millener, attorney, Unt 
Commercial Travelers, Columbus, Ohio; Janis 
G. Madigan, vice-president, Union Indem 
Company, New York, 
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STRIKES CAST SHADOW 
CONOMICE situations are generally 
reflected in the insurance business, 

if given time. The country has been 
passing through a period of unrest, and 
asa consequence there has been a falling 
off in certain lines of industry. Mer- 
chants are showing a tendency to curtail 
buying their stocks and as a result can- 
elations are a frequent story. The dis- 
pute between the and 
miners, which has drawn through a pe- 


coal operators 
tiod of five weeks, has caused the closing 
down of some manufacturing plants and 
the throwing out of employment tem- 
porarily of a large number of persons. 
The most important shut-down threat- 
ened as a result of the coal strike is the 
contemplated shutting of the Ford auto- 
mobile plants because Mr. Ford is not 
willing to pay the price for coal de- 
manded by the coal operators. Probably, 
in view of the fact that the miners are 
returning to work, the Ford plants will 
not decide to close down. 

There are a certain number of busi- 
nesses that are dependent on the produc- 
tion of coal from the mines, and _ these 
have been inactive for several weeks. 
Such a situation necesarily leads to the 
tightening of money, and that in turn 
‘an usually be reflected in the business 
being handled by large insurance offices. 

Although it has been of less long du- 
fation, the railroad strike has cast a 
shadow and is a source of worry to un- 
“erwriters. the loss of direct 
business that is sure to result, there are 
other consequences, such as the increased 


3esides 





THE 


hazard in transportation and danger of 
damage caused by the strikers them- 
selves. There have been several instances 
lately of what seems to be sabotage, and 
yet it cannot be definitely established that 
they are the work of strike sympathizers. 

Underwriters who have been predict- 
ing that better times will begin in the 
fall are beginning to be less optimistic. 
Some of them feel that the strikes have 
the many 
months, and that the present dullness 


set back insurance business 


will continue until the first of the new 


year, 





ARE CONVENTIONS HELPFUL? 
66 ONVENTIONS, eh? Well, they 

C are all right for the fellow who 
has time to waste, but I am a_ busy 
man and cannot get away,’ was the 
response of a New York fire insurance 
company executive when the subject was 
The 


topic seemed to have possibilities, so the 


casually broached in conversation. 


insurance man was asked to elaborate. 
“Tt is like this,” he said. “Most of the 
men that attend conventions these days 


are more absorbed in making sure that 


they have all their golf sticks with them 
than if their papers are in the brief case. 
A convention offers an opportunity to 
get out into the open and enjoy pleasant 
surroundings, and that is why people go 
to conventions. Bar golf and see how 
many fellows turn out.” 

We thought that the gentleman had a 
slightly wrong idea of conventions and 
their usefulness and we told him so. If 
he did not get anything out of a gather- 
ing of his fellows to discuss insurance 
problems it is probably his own fault. 
On inquiry we learned that this executive 
is himself a golfer and that he always 
carries a bag over his shoulder when he 
hikes off to a convention, Now, as he 
thinks there is nothing of value in a 
convention, perhaps it is because he, with 
a few friends, spends all his time on the 
links and does not attend the sessions. 
A few swivel chair executives do cut the 
meetings and are only to be seen at meal 
times, but they are really a very small 


minority. Most of the men that attend 


conventions go with the intention of 
broadening their knowledge and ac- 


quainting themselves with the problems 
of men in the same walk of life as them- 
selves. Some of the papers presented 
at a meeting may be dry, but they always 
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contain a little information that can be 
made use of by the listeners, and the man 
who gets something out of a convention 
knows what is useful to him and what is 
not. 

At a convention men are brought to- 
gether and make new and renew old 
acquaintances. It is an asset to any man 
to know other men engaged in the same 
line and a day given up to the making 
of new friends is not a day lost. 

The business of insurance is unlike 
most other lines in that it is based on 
the experience of the men engaged in it. 
Rates are based upon experience over a 
given time and every man who attends a 
convention has some knowledge which he 
can exchange with another. 





New Fraternal Officers 

The ninth annual convention of the National 
Fraternal Congress of America ended with the 
President 
Harry Wade, Knights of Pythias, Insurance De- 
partment, Indianapolis, Ind.; Vice-President W. 
R. Shirley, Brotherhood of American Yeomen, 
Muskogee, Okla.; Secretary W. E. Futch, Loco- 
motive Engineers Mutual Life and Accident In- 
surance Association, Cleveland, O.; Treasurer 
A. E. King, Brotherhood of Railroad Train- 
men, Cleveland, O. 

Executive committee : 
ciete Artisans Canadiens-Francais, Mon- 
treal, Quebec, Canada; Mrs. Frances Buell 
Olson, Degree of Honor Protective Association, 
St. Paul, Minn.; Thomas F. McDonald, Cath- 
olic Order of Foresters, Chicago, Ill.; Mrs. 
Mary FE. LaRocca, supreme guardian, Wood- 
men Circle, Omaha, Neb.; E. J. Dunn, presi- 
dent, Loyal American Life Insurance Associa- 
tion, Chicago, II. 

“Alice in Hungerland” was thrown on the 
screen at the National Fraternal Congress of 
the Windsor Hotel, 
Wednesday morning, by Edward F. Reimer. 

The societies of the National Fraternal Con- 
gress have been greatly interested in the Near 
Kast Relief campaign through the fact that 
Hill Montague, a former president of the Na- 
tional Fraternal Congress, is also a director of 
the Near East committee. 

In introducing the film, Mr. Montague took 
occasion to compliment the Congress for its sup- 
port to this most needful purpose. Among other 
things he said: 

“The Near East Relief has saved at least one 
million women and children from starvation. It 
maintains thirty-eight hospitals, fifty-nine clinics 
and one monthly report in excess of 88,000 
It supports 124 orphanages. In other 
words, 64,107 children are wholly dependent on 
and fully 50,000 partially 


election of the following officers: 


Henri Roy, La So- 


des 


America convention in 


patients. 


this relief are 
dependent. 

“The Near East Relief has a constructive 
program of relief of reconstruction and of 


training for self support.” 
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COMPLETE COVERAGE 


Automobile 
Insurance 


Iuternational Jndemunitp Co, 
Home Office: Los Angeles 




















QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding in 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











UNION HISPANO AMERICANA 


FIRE AND MARINE 


INSURANCE COMPANY 


31 SOUTH GIILLIAM STSEET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAC 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


Reserve for Unearned Premiums...... 
EB BS eee 


eS ee 


Net Surplus. . 


Surplus to Policyholders.............. 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J. G. 


January 1, 1922 
eae $1,149,297.48 
BA or 257,293.41 
... .8900,000.00 
.... 988,687.75 
1,488,687.75 
DetalAssets . 00.665 $2,895,278.64 


Watson, Treasurer 


E. B. Addison, Vice President ~ 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 

















Taking care of Salvage 





“AMERICA Fore’ 


Instances prove that many people believe that nothing should 
be touched after a loss, but that everything should be left “as 
is’ until the adjuster arrives. 

This impression is wrong and may cost your clients a lot of 
money. Every agent should know and advise his clients that 
the policy contract imposes on the assured the duty of taking 
IMMEDIATE care of the salvage. This condition is plain- 
ly printed in every policy. 

A good illustration of how property owners may suf- 
fer is a case recently tried, where the assured left the 
partially damaged property exposed to the weather. 
The adjuster was delayed and the property suffered 
considerably. The court held that the company was 
liable only for the damage by fire and disallowed the 
assured’s claim for rain damage. 

The “insurer” who keeps his clients well posted on policy condi- 
tions and regulations will surely gain and hold their confidence 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Henry Evans, Chairman of the Board 
James A. Swinnerton, President 
Eighty Maiden Lane, New York, N. Y. 
Cash Capital: ONE MILLION DOLLARS 
CHICAGO SAN FRANCISCO 

















THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 


agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. ; 

R. Emory Warfield, President 
E. S. Jarvis, Secretary 


Fred. A. Hubbard, Vice-President 
Charles W. Higley, Vice-President 
William Morrison, Asst. Secy. 


Home Office, Hanover Bldg., 34 Pine St., New York 











WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 


OY ee 
SURPLUS IN UNITED STATES..........- $1,599)555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE...... . .$50,129,109.21 

















THE SIGN OF GOOD CASUALTY INSURANCE 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .... $2,840,571 
Surplus to Policyholders, $4,090,571 








WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 


” EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARE, N. J. 
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LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH , 

AUTOMOBILE Fy a’ se 

TEAMS y ELEVATOR 

COMPENSATION > BAS GENERAL LIABILITY 
Established A ik) Ran me 

LONDON GUARANTEE & ACCIDENT CO,, Ltd., °Enccano 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Managet 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, PACKARD, HAUGHTON & SMITH 
Resident Managers 


ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, ¥ 





434 Walnut Street, Philadelphia, Pa. 
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|_FIRE INSURANCE NOTES AND EVENTS 


BIG RAIN POLICY 


$100,000 Contract Taken Out by 
Indiana Agricultural Board 





WRITTEN BY HARTFORD FIRE 


Policy Will Cover State Fair September 
4 to 9 


InmANAPOLIS, INp., Sept. 6—The State 
Board of Agriculture has obtained a $100,000 
policy with the Hartford Insurance Company to 
protect the Board against losses incident to 
rain during State Fair Week, September 4 to 9. 
The premium on the policy for the week was 
$6000. 

Provisions of the policy were that the Board 
of Agriculture would receive the full face 
value of the policy for any given day if more 
than one-tenth inch of rain fell between 4 
A.M.and 8 A. M., or from g A. M. to 1 P. M. 
lf rain fell between 8 A. M. and g A. M. the 
Board was to receive no indemnity. Such an 
arangement of the policy greatly reduced the 
premium rate, it was explained by the Board. 

The largest amount of the insurance was 
catied on Thursday. Rain on that day, as pre- 
3oard 
Insurance on the other days of the 
Monday, $20,000; Tuesday, 
$20,000, Friday, 


scribed in the policy, would give the 
$30,000. 
far week was: 
$15,000 ; 
$15,000. 


Wednesday, and 


NEW YORK SURVEYS 

The New Rating Organization.—Appar- 
rently quite a large group of companies have 
wot signed the New Rating Organization Agree- 
ment, and vet, while the number looks large, it 
is subject to modification because many of these 
are reinsurance companies only and several are 
of the normal non-tariff group and are, un- 
doubtedly, giving special consideration to the 
efect on their business in different parts of the 
State, if they sign. Inasmuch as the new or- 
ganization is not supposed to commence func- 
tioning until October, they probably feel there 
Sample time before committing themselves, and 









are taking it. The governing committee of the 
new organization held their first meeting of the 
fall yesterday. 

The Insurance Institute of America.—The 
Insurance Institute of America has now leased 
its own room-as of September 1, 1922, at 110 
William street, and will actively conduct its 
business from that point, beginning with Septem- 
ber 12. The annual conference of the Institute 
will be held in New York city October 24, 1922, 
New York 


Board of Fire Underwriters will be held in their 


and through the courtesy of the 


rocm. 

Insurance Society Speakers.—\WV. G. Fal- 
coner, president of the Norwich Union Indem- 
nity Company, who is chairman of the casualty 
courses of the Insurance Society of New York, 
held a meeting at the rooms of the Insurance 
To this he invited 
the various speakers who contributed to last 


Society on the 6th instant. 


year’s successful course and others. 
Willis O. Robb Back.—Willis O. 


manager of the New York Fire Insurance Ex- 


Robb, 


change, returned from his vacation and was at 
the office on September 1. 

The Local Chapter of the N. F. P. A— 
Intensive work is being done by the Local 
Chapter with a view to furnishing some posi- 
tive assistance in the celebration of Fire Pre- 
vention Week. A second meeting of the 
ference was held at the Drug and Chemical 
Club a day or two ago, and the next one, which 


con- 


should see the plans completed, will be held at 
The efforts 
are being concentrated on radio messages and 


the same place on September 14. 


addresses to the normal schools. 


BOSTON AND VICINITY 

To Enforce Sprinkler Law.—The City of 
Boston is to take drastic action in enforcing the 
sprinkler law in tenement houses occupied by ten 
or more families. The law has long been dis- 
regarded and court proceeding have thus far 
been ineffective. According to Corporation 
Counsel E. Mark Sullivan, there are from three 


to four hundred property-owners now violating 
the law. 
Out for Himself.— Nathaniel P. Harris, for 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


some years associated with Rosencrantz, Hugard 
& Co., has started in business on his own ac- 
count as a partner with William W. Ladd, the 
new agency bearing the name of Harris & Ladd, 
with Boston offices at 92 Water street and at 
Haverhill. The new agency will represent the 
Colonial Underwriters and the automobile de- 
partment of the National of Hartford. 


Starts Employment Bureau 
The Position Securing Bureau is being organ- 
ized under the management of K. M. Wehinger, 
employment manager of the A<tna, and G. L. 
Stone of the National Surety. By closely co- 
operating with the and 
brokers, the central bureau will select qualified 


companies, agents 
applicants by means of the scientific methods 
Wehinger 
This of neces- 


employed successfully by Messrs. 
and Stone for some years past. 
sity means a competent and qualified employe 
for a position in which he will be happy, instead 
of merely a man or woman for a job. This can 
only be done by employment managers who have 
had actual company experience and who know 
the requirements of every job in every line of 
insurance. 

Mr. Wehinger has been with the 4@tna Life 
and its affiliated companies for nearly ten years. 
He has attracted considerable attention through- 
out the country due to his recent radio lectures 
on Employment and Salesmanship. One of the 
New York dailies carried his photograph and an 
article of his activities in that field a short time 
ago. Mr. Stone has been with the National 
Surety for some time past. Prior to his entry 
to the official staff of the National he was em- 
ployment manager for other large corporations. 

Another feature of the bureau will be to as- 
sist brokers to place friends of their. clients. 
This will be of immense assistance as brokers 
and agents are frequently requested to place 
such applicants, and considerable time is lost in 
this effort to comply even though success is not 
The Position Securing Bureau 
offices will be located at 206-208 Broadway, 
and are being: equipped throughout with such 


always assured. 


care that they promise to be one of the most 
attractive employment offices in the country. 
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ADMITTED ASSETS 


Mortgage Loans.. 

Government Bonds.. sieve neers 
State, County and Municipal Bonds. sticokte 
First Mortgage Bonds.. ssonhachestecbinedt 
War Savings Stamps. . 

Cash in Banks and Office... 

Deposit with Texas Agency... 

Premiums in Course of Collection. . 

Accrued Interest. . eee 





FINANCIAL STATEMENT OF 


The Northern Indemnity Corporation 


Home Office 
154 LOUIS STREET 


GRAND RAPIDS, MICHIGAN 





December 31, 1921 


$110,000.00 
92,900.00 
119,000.00 
37,650.00 
288.50 
56,905.94 
1,000.00 
21,318.38 
6,346.56 


$445,409.38 


LIABILITIES 

Unearned Premium Reserve.. $31,800.15 
Reserve for Claims... 14,183.06 
Estimated Adjusting Expenses. . : 756.26 

Commissions on Premiums in Course of. Collec- 
tion. Bearcat bare nae Ae Re ee en 6,833.65 
Miscellaneous. obs titer nator aie oh ee 2,995.03 
Total Liabilities ll hema Sapersren sess $56,568.15 
Fully Paid eeeseunan cSaeeeeuate 320,243.87 
Surplus...... stereos 68,597.36 
$445,409.38 





Total Capital, Surplus, and Reserves for Protection of Policyholders, $434,824.44 


Specializing in Automobile Liability, Property Damage and Collision, and Excess Insurance. 





Agents Wanted In: 


Iowa, Kentucky, Indiana, Michigan and Illinois 
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St. Louis 


—whether he is ty 
crat’s big campaign 
surance. 


—Ask him whether 


is advertising to getso 


St. Louis underwrit 
are getting from the 


St. Louis’ Largest Daily 





Representative 


up to The Globe-Demo- 


help him sell more in- 


of this new business 
which the progressive 
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1922 EDITION 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


Shows 1921 Net Premiums Received and Net Losses 
Incurred in 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total Business 
are subdivided according to classes of companies as follows: 
STOCK COMPANIES 
MUTUAL COMPANIES, 

LLOYDS and INTER=INSURERS 
Totals for 1921 and when possible for four previous years 
follow each division in each State’s record. 
There are also given two 
IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1921 


while the other summarizes the 


TRANSACTIONS OF 37 YEARS 


This valuable book of 330 pages is handsomely bound in leather, 
of a size to fit the pocket, and should find a place on the desk 
or in the grip of every managing underwriter and special agent. 


PRICE, $10. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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By Tuomas S. 


Uniform methods of rating for fire insurance 
rave long been recognized as a necessity. As 
arly as 1700, the fire insurance companies be- 
van making a distinction in the rates of pre- 
nium, and a century later took a further step 
in this direction by separating their risks into 
gveral classes. As competition increased, the 
necessity for close attention to the element of 
cost developed and it became apparent that some 
astem of measuring this item was essential to 
te future successful conduct of the business. 

In 1852, the Philadelphia Board of Fire Un- 
derwriters introduced the first system, or sched- 
we. Since that time, a large number of sched- 
gles have heen worked out, practically all of 
which have been discarded but two, namely, the 
Universal Mercantile Schedule and the Analyt- 
ial System for the Measurement of Relative 
Fire Hazards, more familiarly known as the 
Dean, the latter 
the present time. The Dean Schedule is a radical 
departure from the theory upon which any 


being used more generally at 


previous tariff was constructed, being based on 
the principle that if, under the law of aver- 
ages, relativity between the whole and its parts 
does not change and relativity among the sev- 
eral parts themselves is constant, it follows 
that each charge bears an unvarying relation to 
the basis rate. or, conversely, the basis rate a 
constant the charges. On _ this 
foundation, the tariff was built and an exhaus- 
tive analysis attempted, so that the several 
parts might be segregated and the proper ratios 
In this schedule we have, I be- 
lieve, a great step toward uniformity in rates for 
ire insurance, and the fact that it has not ac- 
complished all that was claimed for it has not, 


relation to 


established. 





in my opinion, been due to any particular fault 
of the schedule itself, unless it possibly be that, 
constructed as it is, along entirely different lines 
from any previously used schedule, and being 
more or less a scientific measurement of the 
is not as 
and is, therefore, charged with an element of 
‘has retarded its establishment and 
various, parts of the country. 

Schedule was first used in 


secrecy that 
adoption in 
When t} 
1902, this s 
as the ar 


Dean 
-called defect was not so apparent, 
vsis of the major elements entering 
Into consideration exhaustive or 
so-called 
that has 
criticism against it and forced 
the schedule itself 





Was not so 


Scentine as is to-day. It is this 


stcntiic segregation of hazards 
aggravated the 
: seemingly to the defensive. 
This tariff, as given to the fraternity by A. F. 
Dean in 1902, is not the tariff used to-day, ex- 
cept in name and theory. Item after item and 
page atter page have been added or changed 
ntil the original schedule of some one hundred 
and thirty 
three hundred and seventy-five pages, this, sup- 
Posedly, to giv, 
but, to a 1; 
Principle on 
— 

* Address 
Commissior 


ges has grown to a schedule of 


a better degree of workability, 
extent, has destroyed the very 
which it was founded. These addi- 





National Convention of Insurance 





Uniform Methods of Fire Insurance Rating* 


McMurray, Jr. 


tions, a great many of which are subject to 
numerous interpretations, have done more than 
any other one thing to cause a lack of uniform- 
ity and consequent discrimination in the rates 
made by their application. Sometimes it is best 
to let well enough alone, a fact that seems to 
have been entirely lost sight of by the various 
actuarial bureaus and organizations charged 
with the tariff reconstruction. Very naturally, 
the success of any schedule depends largely on 
its application, which, at best, is always more 
or less beset with the uncertainty of personal 
judgment, so, when the tariff itself is so clouded 
by uncertain phrases, paragraphs and charges, 
this condition is strained to the breaking point. 

Fire under and 
commercial conditions, is a and 
uniformity in rates of premium equally so, but 


insurance, present living 


necessity 





THOMAS 


S. McMurray, Jr. 


this necessity should not be the means of the 
making it possible for an association or asso- 
ciations of underwriters to force adherence to 
their rates and rules by all its members, so that 
the applicant shall pay its rates, even if unjust. 

In the past, the spectre of the fire insurance 
trust has loomed large and many States have 
passed what were generally known as anti-com- 
pact laws. Others, without such a statute, have 
appealed to the common law to properly safe- 
guard their interests, but this more recently has 
given way to State supervision, and, in some 
places, State rating or State insurance. I am 
opposed to State and/or 
State insurance. We have only to look to the 
West, where it has been tried, to observe the 
such an adventure. But 
I do believe the solution lies in State supervision 
not how strong a 


unalterably rating 


disastrous results of 


regulation. I care 
monopoly may be created, if you wish to term 
with 


and 


it such, provided the State is clothed 
ample power to supervise and regulate that 
monopoly. It is only this way that discrimina- 
tion in rates can be prevented and the sooner the 
insurance companies recognize this principle, 
the sooner will they solve their problem. 
Most of the regulatory laws on the statute 
books of the various States are such in name 


9 


only, the effect of which has been to create more 
or less of a monopoly without proper super- 
vision or control, and, when an effort at con- 
trol has been made, it has been bitterly con- 
tested by the companies. They look with sus- 
picion upon any ruling of a supervising official 
and make hasty resort to the courts to contest 
the validity of the decision. The merits of the 
ruling are often disregarded in a first purpose 
to delay enforcement of the order, and its 
possible effect in some other State creates a 
determination, if possible, to have the ruling set 
aside through a technical construction of a 
loosely drawn statute. It is this apparent 
determination to resist supervision and control 
that is to-day breaking down the whole structure 
of uniform schedule rating. What, then, is the 
remedy—for surely one is needed? I think we 
are all agreed that the remedy lies in the uni- 
form application of the schedule. But how can 
this best be obtained ? 

As I have previously said, the tendency has 
been to resist a centralization and combination, 
but it is in this, I believe, that the solution of 
this problem lies. The schedule itself is handled 
entirely by the organization known as the West- 
ern Actuarial Bureau, but its application and the 
survey, inspection and supervision made in con- 
nection therewith are in the hands of some 
thirty or forty managers or boards and nu- 
merous inspectors and raters, each of whom 
may have a separate and distinct idea as to 
charges or credits that might apply under the 
certain existing conditions. I do not believe 
the interpretation of any schedule should be left 
to the varying judgment of so many different 
agencies, but that a central inspection depart- 
ment should be organized by the companies and 
recognized by the States. This department 
could be under the direct supervision of the 
actuarial bureau having jurisdiction in the sev- 
eral districts, or a separate organization formed 
for the purpose, which should make all surveys 
and inspections of risks. These surveys, when 
completed, with all doubtful points cleared up, 
could then be forwarded to the interested State 
rating bureau or organization for rating and 
promulgation of the rates. I do not believe that 
a man, under present conditions, can do him- 
self or his profession justice in attempting to 
be both an inspector and a rater. 

If such a method, as I have suggested, is 
adopted, and less attention is given to unneces- 
sary detail in the matter of schedule charges 
and credits, then I am sure that a more uniform 
application of the charges and credits of the 
schedule will be had and closer co-operation 
with the State supervising officials result, which 
will automatically tend to produce uniform rates 
and eliminate discrimination. 


FAYETTEVILLE, ArkK., September 4.—The 
Washington County Farmers Mutual Fire In- 
surance Company, a local association designed 
to secure fire protection for farmers in this 
county at cost, has just been organized here. 
F. W. Letsch is president, M. Y. Henson is 
vice-president, Elm Weir is secretary and J. P. 
Harper is treasurer. O. M. Rainey, G. Selle, 
M. Y. Hanson, F. W. Letsch and H. O. Davis 
compose the board of directors. 
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SOME EQUITABLE FACTS 


| ThefEquitable has faithfully served the public for over sixty-two years. 

commerce? 

It is one of the largest and strongest financial organizations in the world. 
It is a great human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 
Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 
It paid to Policyholders and Beneficiairies $83,678,764 in 1921. Its Total 
Payments to Policyholders and _ beneficiairies since organization total 
$1,458,653,991. 
In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 
Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 
Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has 
set aside $26,148,772 to pay the Refunds due in 1922. 
It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly \ 


as a bank draft. 

It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for 
personal medical examination. 

It has devised the Home Purchase Plan of insurance whereby a man of moder- 
ate means can own his own home and pay for it conveniently whether he lives 
or dies. 

It has developed a programme for the education and training of its agents in 
the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 

W. A DAY, President 
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Reciprocal Exchanges * 


. 
By W. B. Younc, Chief, Bureau of Insurance, Nebraska 


The supervising insurance officials of the 
Middle West and Southern States particularly, 
have, the last few years, been confronted with 
, great many problems concerning Reciprocal 
or Inter-Insurance, due perhaps to the greatly 
increased activity of these so termed exchanges. 
There have been a considerable number of fail- 
ures the past few years in this branch of in- 
surance but we still have many exchanges 
operating which puts the proposition directly 
before us as to wherein the trouble exists and 
yhat demands we should make of these existing 
exchanges in order to better their condition. 

It is a commonly known fact that the insur- 
ing public largely bases its confidence in the 
gller, such confidence resting upon the thought 
that the State through its laws has erected bar- 
riers against the unscrupulous. We, therefore, 
as supervising officials, in whom is intrusted the 
enforcement of the insurance laws, are continu- 
ally being called upon to decide questions of the 
ereatest importance, not only to the insured but 
also to the insurer. Confronted, as we are, with 
the many insurance problems we cannot help 
but sometimes seeing, as they are being worked 
out, the necessity of further regulation; and 
although I am a firm disbeliever in unnecessary 
legislation, I do not believe that an Insurance 
Commissioner is doing his duty if he fails or 
neglects to ask the legislature for that regula- 
tion which will further protect the interests of 
the insured and insuring public; for, after all, 
that is one of the main reasons for the mainte- 
nance of his department. 

One of the first theories used in convincing 
theprospect that he should become a member 
of a certain exchange is that he is going to save 
money, and this one feature is elaborated upon to 
such an extent that he gives practically no 
most important 
factors embraced in the transaction. Little at- 
tention is paid by him to the contract of in- 


thought whatsoever to the 


demnity which he accepts or the power of attor- 
gives to the attorney-in-fact. Just 
member knows concerning his 


ney which he 


how much the 





contract is hard to surmise but it has been my 
experience based upon complaints received by 
my department that he has the idea, and be- 
lieves it to be the same as the ones offered him 
by regular insurance companies. He does not 
tealize that he is insuring the property of others 
and that others by similar action are exchang- 
ing indemnity with him. 

The Insurance Department of each State in 
which reciprocal exchanges are operating 
should have the authority to first approve all 
certificate forms before the exchanges are 
authorized to solicit business. The present law 
ot Nebraska, which I believe is the same as in 
most States, simply provides that the exchanges 
ile their certificates with the department of in- 
‘urance. The uniform reciprocal bill, which is 
tow a law in most States and which in my 
pinion is the cause of most of the present diffi- 


culty, was favorably voted upon by this conven- 
_ - 
* Address before 


pn {ddr of Insurance 
\ommissioners, 


National Convention 


tion. This action was taken, however, several 
years ago and our experience since then, I be- 
lieve, proves conclusively that the law should 
be amended to a considerable extent. As it now 
stands the law states emphatically that the In- 
surance Commissioner shall not take into con- 
sideration any of the general insurance laws 
when dealing with reciprocal insurance prob- 
lems unless the reciprocal act itself happens to 
have included in it some of those provisions. As 
most of the supervising power of an Insurance 
Commissioner is given him under the general 
insurance laws it is plain to see that his power 
when applied to reciprocal exchanges is very 
limited. 

Providing we had the authority to first ap- 
prove the certificate forms of reciprocal ex- 
changes before they were given the privilege of 
writing insurance in the various States, I would 
suggest, first of all, that the certificate itself 
plainly states upon its face that the exchange 
Other 
assessment associations are required to print 


iS operating upon the assessment plan. 


such a provision on the face of their policy and 
I see no reason why we should not make the 
same demand of reciprocal exchanges. The in- 
sured would then be apprised of the fact that 
the ability of the exchange to pay losses would 
depend upon the ability of the attorney-in-fact 
to collect the assessments that it was necessary 
Inasmuch as the policy pro- 
visions of a reciprocal certificate are very much 


for him to levy. 


the same as those contained in what is com- 
monly known as an “old-line policy” I think it 
should be made clear to the insured that in the 
latter instance certain sums of money are avail- 
able for the immediate payment of losses, while 
in the former the funds of subscribers like him- 
self, less losses paid and expenses incurred, plus 
one or more assessments which may be levied 
by the attorney-in-fact, are the only funds cer- 


which his loss can 


tainly available out of 
be paid. 

The power of attorney, which the subscriber 
gives to the attorney-in-fact when he makes ap- 
plication for insurance, should also be made a 
part of the certificate contract by attaching a 
copy of it to the same, with special attention 
being called to the fact that the attorney and ad- 
visory board, consisting of members themselves, 
are the only arbiters, outside of the court, of 
his claim for loss should one arise. In examin- 
ing some of the powers of attorney which are 
on file with my department I found that in some 
cases the attorney-in-fact receives as compensa- 
tion as high as 40 per cent of the deposits of 
the subscribers as they are made. It is true that 
out of said amount the attorney-in-fact pays 
some of the expenses of the exchange but it is 
very noticeable that the attorney receives his 
compensation before the subscribers are given 
any consideration whatsoever to the payment of 
losses. -I do not believe such a practice should 
be allowed; but if it is going to be continued, 
I believe the subscriber should have such knowl- 
edge in the certificate itself and not merely be 
know it on account of having 


supposed to 


IT 


signed an application with such a provision con- 
tained therein, for possibly, in most cases, if 
the truth were known he did not know that he 
was even signing a power of attorney. 

I desire to discuss to some extent the reserve 
that the uniform reciprocal act requires that 
exchanges maintain as a distinct and separate 
liability. The act or law provides that there 
shall at all times be maintained with the attor- 
ney-in-fact as a reserve, a sum in cash or con- 
vertible securities equal to 50 per cent of the 
ageregate net collected and 
credited to the accounts of the subscribers on 
certificates having one year or less to run and 
pro rata on those for longer periods, plus claim 
and loss reserves as required for the same kind 


annual deposits 


of insurance in other cases; or in lieu thereof at 
the option of the attorney-in-fact, I00 per 
centum of the aggregate net unearned deposits 
collected and credited to the accounts of 
participating subscribers, plus such claim and 
loss reserves. Net annual deposits shall be con- 
strued to mean the advance payments of sub- 
scribers after deducting therefrom the amounts 
specifically provided in the subscribers’ agree- 
ments for expenses. 

The last sentence of the preceding paragraph, 
in my opinion, is the “nigger in the wood pile” 
and takes away all meaning of the word reserve 
which is commonly looked upon as being the 
safety valve of sound insurance. The law, in 
allowing such deductions before the reserve is 
computed, is simply encouraging expense and 
extravagance on the part of the attorney-in-fact. 
An analysis of the annual statements of 
reciprocal exchanges on file in each of your de- 
partments will show, in many cases, that the 
deductions made before computing the reserve 
amount to the greater part of the deposits col- 
lected and, as a result, that final amount which 
is supposed to be a reserve is sometimes as low 
as 15 per cent of the net premium deposits. 
For an example, I will quote from a certain 
reciprocal exchange’s annual statement as of 
December 31, 1921, which was filed with the 
Nebraska Insurance Department and sworn to 
by the attorney-in-fact as being correct. - The 
net total premium deposits collected from the 
subscribers during the past year amounted to 
seven hundred and forty-three thousand, six 
hundred and fifty-eight dollars and sixty-two 
cents ($743,658.62). The deductions compiled 
by the attorney-in-fact to be subtracted from 
the above amount before computing the reserve 
amounted to five hundred and three thousand, 
five hundred and sixty-five dollars and eighty- 
seven cents ($503,565.87) and the reserve as 
finally. figured and set aside as a distinct and 
separate liability amounted to only one hundred 
and eighteen thousand, two hundred and forty 
dollars and seven cents* ($118,240.07), or 15 
per cent of the amount collected as premiums 
from the subscribers. On account of main- 
taining such a small reserve this certain ex- 
change was allowed to report a free surplus of 
one hundred and two thousand, five hundred 
and fifty-four dollars and sixty-four cents 
($102,554.64) when its total admitted assets 
only amounted to three hundred and fifty-eight 
thousand, seven hundred and twenty-seven dol- 
lars and twenty-two cents ($358,727.22), half of 
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PETER EPES, Supt. Agents 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, acon, 6a. 


W. E. SMALL, President 


AUTOMOBILE BURGLARY 
PLATE GLASS LIABILITY 


100% American—Have you thought of it? 


—_— 


E. P. AMERINE, Secy, 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 











MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
Ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


. B. ALEXANDER, President 
General Oita: Chicago U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 


KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Home Offices Wichita, Kansas 

















W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 








THE GUARANTY LIFE INS. CO, 


DAVENPORT, IA. 












New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr. 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
gaa POLICIES contain valuable SPECIAL DISABILITY and 
AND PERMANENT DISABILITY CLAUSES and DOUBLE 

INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 


Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 




















THE MASONIC MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance:Issued in 1921. a . $42,448,000.00 
Gain in Insurance in Force.. .... 30,124,750.00 
Insurance in Force December 31, 1921... 101,222,295.00 
Assets..... Ph Kcwwaw wesley oessise sce Meese 
Increase it in Assets ERS va ae auth a WIS ete oe a Rte sine 1,518,954.00 
Increase in Reserve......................  1,282,156.00 
Increase in Surplus....... See "225, 575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C, 































ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois GOompany 
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which amount was admitted as non-ledger 
assets. P F 

I do not understand the logic of such a re- 
serve calculation and I do not believe that the 
exchanges are operating upon a scientifically 
sound basis when determining their reserves in 
such a manner ; and although in many cases a 
correct reserve valuation would find these ex- 
changes insolvent they still have the legal right 
to circulate among the citizens of our States, 
their fnancial statement showing a solvent con- 
dition and often a good-sized paper surplus. A 
continuation of such a reserve calculation, in 
my opinion, should not be allowed by our State 
legislatures unless it is their desire to protect 
the compensation of the attorney-in-fact instead 
of protecting the subscriber and the insuring 
public. We would not tolerate the so-called 
old-line companies accumulating and maintain- 
ing their reserves in such a manner and in 
examining their statements we always keep the 
insured and the insuring public first in our 
minds and absolutely demand that the companies 
are in a sound financial condition before they 
can continue to operate. In examining the 
statement of an exchange we are compelled on 
account of the way in which the reserves are 
figured and set aside to take many things for 
granted, namely, that the attorney-in-fact will 
levy the necessary assessments and if they are 
not promptly paid that judgment will be taken 
‘against the subscriber and that the judgment 
when taken will be paid. We know too well 
the past experience of such a procedure, espe- 
cially when the assessments levied were too ex- 
cssive or where the exchange was in receiver- 
ship and the receiver was endeavoring to col- 
let unpaid assessments. The remedy to be 
applied, in my opinion, would be to compel the 
exchanges to compute their reserves upon the 
total net premium deposits and not allow them 
to first deduct the compensation of the attorney- 
in-fact and other special expenses referred to 
in the subscribers’ application. We would then 
find the exchange building up a much stronger 
financial statement, which would still lessen the 
cost of insurance to the subscriber, as it would 
require the attorney-in-fact to better conserve 
the assets, which in turn would cut out many 
unnecessary expenses. 

It is not my desire to leave the impression 
that men between themselves should not seek 
to contract for their mutual benefit, but I do 
believe that when men do so contract between 
themselves that each individual entering into 
such a contract be advised as to his own re- 
sponsibility, and that he in turn shall insist upon 
this responsibility being looked after by a re- 
sponsible party who has more of an interest 
than simply getting new subscribers and col- 
lecting his compensation. The plan of reciprocal 
insurance has served a useful purpose to the 
insuring public, disregarding its several failures, 
in that it has undoubtedly resulted in lower 


The 


Premium rates on certain classes of risks. 


reciprocal that can furnish service and protec- 
tion of value and reliability to the insuring pub- 
lic equal to that of other insurers more closely 
supervised, is deserving of encouragement and 
support; but where there are some so managed 
there are others that need the closest kind of 


supervision, but before such supervision can be 
given it will be necessary that our laws relat- 
ing to reciprocal insurance be changed. 

At the last regular session of the legislature 
of approximately twenty States bills were intro- 
duced to amend the reciprocal law and most of 
these bills had the support of the particular 
State insurance department; this support un- 
doubtedly being given for the reason that in his 
study of the subject the Insurance Commissioner 
saw the necessity of changing the law and felt 
it was his duty to point out wherein the law 
should be amended to safer protect the insuring 
the citizens of this State. It is 
needless to say that the exchanges were very 
well represented when these particular bills were 
under discussion by the legislatures and their 


interests of 


main reason why the bills should not be passed 
was because the law as it already stood was the 
same that had received the favorable considera- 
tion of the National Insurance Commissioners 
Convention. It is my opinion that there will 
continually be bills presented to the legislatures 
of the various States in which reciprocal ex- 
changes are operating, to amend the law giving 
to the Insurance Department more supervision 
and providing for a higher reserve standard, 
and there is no question but what the final out- 
come will be that those bills will be passed and 
made a part of the insurance law. I am a 
strong advocate of uniform legislation as ap- 
plicable to insurance and I believe the place to 
commence such legislation is right here in this 
convention, where all of the insurance depart- 
Inasmuch as this con- 
the 


ments are represented. 


vention formerly gave its approval to 
reciprocal act as we now have it, we should at 
this time 


amendments in order that the existing condi- 


seriously consider the necessary 
tions, some of which I have pointed out, can 
be rectified; for as supervising insurance offi- 
cials, meeting here in convention for the bet- 
insurance, we would fail in our 
trust did not seek to surround it with 
every safeguard that it is possible to erect. 


terment of 
if we 


Senator Frelinghuysen to Speak 
Senator Joseph S. Frelinghuysen will be the 


-guest and speaker at the September meeting of 


the New Jersey Special Agents Association, to 
be held at noon, September 11, at Achtel-Stet- 
ter’s banquet hall in Newark. 


: Farmers Insurance to Be Admitted 

The Farmers Insurance Company, 'Cedar 
Rapids, has secured from the State Superinten- 
dent of Insurance at Albany the certificate ad- 
mitting the company to do business in the State 
of New York. The Continental Underwriters 
has received the certificate from the Insurance 
Commissioner of Virginia authorizing them to 
do business in that State. 


New Amsterdam Casualty Examined 

An examination of the New Amsterdam 
Casualty Company of New York by the New 
York Insurance Department, as of March 31, 
1922, shows admitted assets of $8,449,070; a 
capital of $1,250,000, and a net surplus of $661,- 
219. The management of the company is com- 
mended in the report. 
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ACQUISITION COST 


Francis R. Stoddard, Jr., Touches on 
Subject in Address 


EXPENSES TOO HIGH, HE SAYS 


Supervision Is in Interest of Both Com- 
panies and Public 

Insurance officers and agents and public offi- 
cials are engaged in fire or accident prevention 
campaigns and many ways and devices are used 
to encourage or promote the conservation of life 
and property. The State is called upon to do 
its share of this work both through legislation 
and administration, and if this work is wisely 
and efficiently performed it will tend to lower 
insurance costs by cutting down the pure pre- 
We are agreed that such efforts are 
praiseworthy. But one of the greatest problems 
in the State regulation of rates is, “How .far 
should the State go to bring about reductions 
in the loadings?” For example, take acquisi- 
The fact is undeniable that in many 
lines of insurance the acquisition cost is too 
high. In a case which was brought.to my at- 
tention the agents’ commission on a certain 
per cent of the pre- 
The high acquisition 
causes, among which 


mium. 


tion cost. 


class of business was 65 
mium paid by the insured. 
expense arises from many 
the most important are competition for busi- 
ness and the demands of agents and brokers. In 
many instances the situation as to acquisition 
cost has reached the point where companies are 
compelled to pay increased commissions in order 
to hold their old business on their books and 
prevent its being pirated by competing com- 
panies which offer excess commissions to the 
companies’ agents. Sometimes these offers are 
made in the form of salaries in order to conceal 
the excess commission offer. Insurance com- 
pany executives are either too timid to take 
action to prevent or cure these abuses, or else 
they are really powerless. I have received the 
impression that company officials generally pre- 
fer that the insurance commissioners assume 
the responsibility for the limitation of acquisi- 
tion expenses, but I believe that it is the duty 
of the companies to assume that responsibility. 

All will agree that agents and brokers should 
be adequately paid for their services. The com- 
petent agents and brokers earn their compensa- 
tion by rendering services that are needed by 
the assured, as. for instance in the case of a 
mercantile fire policy, where a broker might 
do many things that would be of help to the 
assured. On the other hand, a broker who 
places a policy for an assured under the terms 
of the compulsory provisions of the recently 
enacted New York Highway Law performs a 
very small service to the insured. These are 
matters which company executives ought to take 
into consideration in determining agents’ and 
brokers’ compensation. In life insurance, the 
State realized the necessity of limiting com- 
missions by law after the exposures by the so- 
called Armstrong investigation, and, as a result, 
Section 97 of the New York Insurance Law, 
limiting expenses, including commissions, was 

(Continued on page 27) 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION. 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 





KEEPING 


FIT 


When ambition wanes decay begins. When service 
ideals are lowered the heart of the organization is weaks= 
ened. 


The pride of The Lincoln Life is in its high service 
standards. It will maintain them by continuing to 
write all the good business it can get. 


You are assured that the superior service of The Lins 
coln Life will carry on when you 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $220,000,000 in Force 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 


Manager of Agencies 











The Accumulation Policy 


AN IDEAL COMBINATION 
OF 
INSURANCE WITH INVESTMENT 


SPECIMEN RATE 
$10,000 AGE 35 $319.00 


TABLE OF SURPLUS ACCUMULATIONS 


Based on continued annual premiums of 
And insurance cost (included) of 


And 4% annual interest after first year on surplus accumu- 
ations of 


Payable 
In Case 
of Death 
$10,688.90 
11,716.90 
12,967.70 
14,489.40 


on Total 
Accumu- Accumu- 
lations lations 
$688.90 
1,716.90 
° A 2,967.70 
2,964.00 172.70 4,489.40 
The Accumulation Fund, or the interest therefrom, may be used for the pay- 
ment of premiums, or withdrawn in cash at any time. Its use, however, does 
not reduce the insurance benefits specified in the face of the policy. No in- 
terest is required on withdrawals. Any balance in the Accumulation Fund 
at the death of the insured is payable to the beneficiary as additional 
insurance, 


We are also writing a policy covering insurance benefits only without invest- 
ment features—Specimen Rate Age 35, $16.30 per $1,000.00. 


Capable Personal Producers Wanted in Twenty States 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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INHERITANCE TAX INSURANCE HAS REAL DUTY * 


Protection Has Increased in Popularity and Service Rendered 


N the United States there are now only two 
States, Alabama and Florida, in which there 
is no inheritance tax, while in Canada every 
Texas, Mary- 


E province has its death duties. 
only on 


BD tand and Oregon still collects taxes 
a collateral inheritances, but all the other States 
Pare taxing direct inheritances as well. The 
P fates in the States vary from one-half of one 
per cent on small amounts left to direct heirs up 
to as high as 40 per cent on that part of col- 
lateral legacies in excess of $500,000, or more, 
‘while the rates in some provinces get as high 
“as 47 per cent on that part of collateral legacies 
Fin excess of $3,000,000, and the Philippines by 
“recent amendment has increased the maximum 
tax to 64 per cent. 

A study of the Prentice-Hall Inheritance Tax 

Service shows that a rate as high as 40 per 
cent, even on large amounts, is still an excep- 
‘tion, however. The usual method of taxation 
is to divide the persons inheriting into three to 
five classes, to allow certain exemptions to hus- 

bands, wives and children, and then to tax the 
Pvarious classes on a progressive basis which 

Teaches a maximum of from 10 to 25 per cent 

any excess and above what in the 
particular jurisdiction are considered large 
amounts, say from $200,000 to $1,000,000. 
© Maryland alone of the States which have 

¢stablished an inheritance tax has maintained a 
P flat non-progressive rate. She collects 5 per 
'cent on al! and above certain 
exemptions regardless of the size of the legacy 
or the class of beneficiary. 

Unlike the United States, no general succes- 
~ sion duty act prevails for the entire Dominion 
of Canada. On the other hand most of the 
| Provinces assess a tax on the estate as a whole 
as well as the usual legacy tax, whereas such 
| double taxation is attempted by only three of 
F our States. 


over 


amounts over 


TAXES ON Lire INSURANCE 
p Itis the general rule in Canada and the United 
|States that insurance kept up by a person on 
“his life and payable to his estate is taxable. 

In most of the provinces and in Wisconsin 
and Tennessee, the proceeds of insurance kept 
‘up by a person on his life and payable to a hus- 
band, wife, child, or outsider, is subject to an 
Suheritance tax as part of the insured’s estate, 
“but in Manitoba and in most of the States such 


— 


Ay +. 
Address at International Life Underwriters Con- 
| Yention at Toronto. 


By CourTNAY CROCKER 





Courtnay Crocker in this paper, pre- 
sented at the recent meeting of life un- 
derwriters at ably treats the 
subject of inheritance taxes and life in- 

Inheritance tax insurance af- 
splendid opportunity 
that no agent can ignore. 


Toronto, 


SUVANCE, 


fi ) rds 


life insurance 


for selling 











Towa, in 1921, passed a 
$40,000, 


proceeds are not taxed. 
insurance in excess of 


but repealed the 


statute taxing 
payable to a named beneficiary, 
act within a month. 

In no State or Province does it seem to be the 
law that the proceeds of policies made payable 
to a named beneficiary and kept up by a person 
other than the insured are taxable as a part of 
My discussion of life in- 
that such 


the insured’s estate. 
surance trusts is based on the belief 
a tax will be attempted in few, if any, of our 
jurisdictions. 
3illions must be 
we can undo the war 
flicted on curselves by our 
and for 


raised by taxation before 
waste that we have in- 
failure to organize 


many years to 


the world for justice, 


come estate, inheritance, succession, legacy and 


transfer taxes, or succession duties of various 
kinds are sure to remain popular with legis- 
lators as a means of securing part of the neces- 
sary governmental funds. These taxes at the 
when added to the usual expenses 
often amount to $50,000, or 


and on a $2,000,000 


present rates, 
of administration, 
more, on a $500,000 estate, 
estate they may well run as high as $500,000. 
INHERITANCE TAXES AS A LIABILITY 
The liability to pay these taxes and the usual 
is one that must be met, 
means is 


administration expenses 
and the first question for a man of 
whether he will leave it to be met at his death 
by sale of securities at a possible loss, or 
whether he will provide for meeting it intelli- 
gently by carrying life insurance. The fact that 
forty companies reporting to the United States 
Department of Commerce ‘show over two and 
f billions of new life insurance paid for 
during the first five months of 1922 indicates 
that the public is waking up to some of the 
of life insurance and 


one-hal 


more recent advantages 
especially to its availability as a means of pro- 
ducing the money necessary to pay death duties. 

In the past some people have tried setting 


15 


cash the amount needed for inherit- 
and have died before the necessary 
Some also have tried 


aside in 
ance 
amount was stored away. 
buying high-grade bonds which could be sold to 
pay taxes, and have died when a financial panic 
has cut the value of their bonds in two. Others 
have done, and more and more every day are 
now doing, the business-like, far-sighted thing— 
calmly calculating the inevitable drain on their 
estates by at death, and 
then making provision by life insurance to meet 


taxes, 


taxes and expenses 
that drain. 

TRUSTS 

taking a step further in 
Hav- 


r assign 


Lire INSURANCE 

Still others are now 
the direction of protecting their estates. 
ing taken out sufficient life insurance they 
their policies to some bank or trust company in 
trust to use the proceeds on their deaths for 
the benefit of members of their families. They 
then put securities or property into the hands of 
the bank or trust company with power to use 
the income to pay the insurance premiums dur- 
ing their lives and with wide powers to use the 
principal for taxes, expenses, or other purposes 
which appear to be for the welfare of their 
wives, children, friends, or charities. 

This idea of a life insurance trust is so simple 
and can be stated in so few words that people 
often fail at first to see its real significance. Let 
us take a concrete case. Suppose a man fore- 
sees a shrinkage in his estate at death as a re- 
of $200,000. He 
assigns it 


sult of taxes and expenses 
takes out $300,000 of life insurance, 
to a bank or trust company in trust to collect 
the insurance money on his death and to use it 
for the benefit of his wife or children over a 
period of years. At the same time he puts in 
the hands of the bank securities on which the 
annual income will be slightly in excess of the 
amount needed to pay the premiums on his in- 
surance. He then gives the bank wide powers 
as to payment of premiums and the use and 
distribution of the income or principal of the 
trust. Under a recent ruling of the solicitor of 
internal revenue, he may advantageously make 
and at the same time reserve the 
revoke, or amend the trust at 


such a trust, 
right to alter, 
any time. 

By taking this simple action: 

Ife has protected his family by now putting a part 
of his estate under outside management for their 
benefit. 

He has materially lessened the death shrinkage of 


his estate by giving up a part of his property and 
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having the premiums paid by a third person. 

He has made provision for all taxes and expenses 
whether he dies unexpectedly this year or lives to be 
a hundred. 

He has previded for an increase of his estate just 
at the time when his earning power is cut off instead 
of permitting the usual decrease. 

He has reduced his taxable income without lowering 
the amount available for the welfare of his family and 
without endangering his future welfare. 

He has established a permanent trust fund for the 
benefit of his wife and children, amounting after pay- 
ment of taxes and expenses to some $300,000 and has 
provided for trained the fund 
company which does not get old or sick, and which 


management of by a 
does not die or go on vacations. 

He has provided for the welfare of his wife and 
a period of years after his death, with 
that at the end of the period the 
has established will be divided 


=e ‘n over 
Childry 
‘rance 


évéry Asti. 
triist ftitid wa. : 

; 3 aS he directs. 
among his isst@ ¢ 


ich’ he 


He has suffered In .7° WAY other than in the ex- 
4 ; . ‘ ; 

penditure of a smaff Aiton, ciple icsinanaibres 
r how he wants the 


insurance and telling his lawye. 
trust funds used and distributed, : 

The First National Bank of Boston JS sans ai 
the life insurance business, but it has béé# $0 4.7 
pressed with the advantages of life insura#mé 
trusts that it has issued a special leaflet on the 
subject. Other banks have done the same and 
their example might well be followed by every 
bank or trust company in Canada and the United 
States. 

Lawyers seldom fail to advise their wealthy 
clients to make a will. They urge it as a duty 
for the protection of the client’s family or 
friends or charities of which he is the main sup- 
port. This is good advice but it is even more 
important for them to advise their clients to 
cover the death shrinkage of their estates and 
protect their wives and children by taking out 
life insurance, and establishing a life insurance 
trust. 

Life insurance trusts mean saving and protec- 
tion to the persons insured and to their families 
To insurance companies they mean 
To 


lawyers they mean a chance to use their profes- 


or friends. 
new business and fewer lapsed policies. 


sional skill in drawing agreements of vital im- 
portance to the persons concerned. To trust 
departments of banks and trust companies, they 
mean new business of a desirable kind. To the 
Government they mean thrift, prevention of 
waste, and ultimate higher taxes on property of 
increased value. In urging men and women of 
means to establish life insurance trusts, there- 
fore there is a remarkable opportunity for 
banks, lawyers, and life insurance men to co- 
operate for their mutual benefit, the welfare of 
their clients, and the good of the State. 


Meeting That “See Me Later’? Objection 

Mr. Prospect, I am not a calamity howler, 
and it is not my business to be always holding 
up before the other fellow the possibilities of 
calamity, but I have my duty to perform. You 
acknowledge a need for life insurance and ask 
Now, I 
and 


me to come around and see you later. 
have consented to do that lots of times 
sometimes I have found that the 
beat me to it on my next trip, or the fellow 
that I went around to see was in the hands of 
a specialist and probably would never be able to 
You need 
It will take 


undertaker 


get insurance again in his lifetime. 


the insurance now. I am here now. 


less time to do it now than ever again, so let’s 
finish it. 

I lost a valuable friend by accepting that very 
statement. JI came around later and he had con- 
tracted a weak heart from typhoid pneumonia 
and the doctor said he doubted very much if he 
could ever pass the examination, and he blames 
me for not urging him. [Instances with which 
the prospect may be familiar are very effective 
arguments. If these are lacking, see pamphlet, 
“The Cost of Delay,” No. 6517.] 

All right, Mr. Prospect, I will do that. 
ever, before I go will you please sign this state- 
ment, “I hereby agree to be in as good physical 


How- 


condition three months from to-day as I am 
now’? 

“Later” frequently means “Too late.” Doubt- 
less you have told a great many other agents the 
same thing, and I am sure you don’t want to 
become a habitual delinquent. Is there any real 
reason why you shouldn’t talk about this matier 
right now? [Then meet each objection singly 
as raised by the prospect. ] 

You can make other investments at any time 
whew 1. 1S convenient for you. You may not 

- to make an investment in life in- 


sg. | 
always hg ame 
surance. One €amo2ny declined ten thousand 


¢. ane Waite ) mg. Eac 
persons last year wii@ has waited too long. Each 


one probably said at some fit, [ am not ready 


just now. I will take it later.” 

If you need more insurance, you nééed if hel’: 

If your production manager told you that yous 
could save $100 a day by installing a new 
machine, you wouldn’t say, “Come around and 
see me later.” I can show you plenty of reasons 
why you should take insurance now. What are 
yours that I should come around and see you 
later ? ‘ 
If one of the supports of your house were 
weak and I were a contractor, when would you 
ask me to fix it? Remember that insurance 
companies close their doors to several hundred 
Going from an insurable to 
an matter of 
years; more often it is a matter of days. Put- 
ting this off will never make any difference to 
us but it may make a tremendous difference to 
you. Why penalize your family needlessly? 

Just when will vou be ready, Mr. Prospect? 
That will be just six months from to-day. That 
Now, if you will 


people every day. 


uninsurable condition is not a 


is quite all right with us. 
arrange to see the doctor, we will ascertain your 
present insurability and, if you pass, we will 
date your policy with the date you desire, and 
will give you the benefit of protection in the 
meantime. [Use Interim Insurance. ] 

If you need more insurance, our new monthly 
premium rate will meet your situation exactly. 

Are you willing to pay about 1 per cent in 
order to take an option on the amount of in- 
surance that you know you need ?—Travelers 


Protection. 


—‘And There Was a Famine in Egypt” 

A handsome brochure issued under the above 
title by the Reliance Life Insurance Company 
of Pittsburgh sketches in a dozen pages the 
need for and the development of life insurance. 
Pharaoh’s dream and Joseph's interpretation 
thereof led to the first adaptation of the insur- 
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ance idea. The clan spirit, growing throug 
the centuries, produced the Roman Collegia te 
English guilds and friendly societies, anda 
rine insurance as practiced at Lloyds. Ip the 
1600 S, Investigations commenced into the laws 
of chance, leading to the theory of life ee: 
tingencies, and subsequently to the Construction 
of mortality tables. Thus came about the fin. 
ished product of life insurance, Providing jp. 
come for the insured’s old age or for his family 
income for disability, and cash for the cin 
gencies of life. 





Insurance Man Gets 
BIRMINGHAM, ALA., 
Birmingham Advertising 


Advertising Prize 
September 5.—The 
Club at its meeting 
for the most effectiye 
piece of advertisement to W. B. Leedy, of the 
W. B. Leedy Real Estate and Insurance Com. 
pany, local representatives of the Columbiy 
Casualty Company. 

The advertisement in question was a page dis. 


this week awarded a prize 


play, published in the two leading daily papers 
and headed “Who Pays—” 
type are the questions: 

wild? When a 
gasoline tank explodes ? 


Following in smaller 
When an auto runs 
lets When a 
When a child is struck 
When cars collide? When a trusted 
When a home is burglar. 


boiler loose? 
down? 
employee absconds? 
ized?) When any one of thousands of accidents 
occur daily? 


Whe canvassing, park your grouch outside 
Mary men nave ability, but few know how to 


use it. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through: 
out the period of disability. Can Insut 
ance do MORE? And WHY, should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| Te eee ere . . $128.05 
Twenty Payment Life... ... , . $167.10 
Twenty Year Endowment... .$235.10 


United Life and Accident Insurance ( 








Home Office, United Life Bldg., Concord, N.f. 
ae 
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FREE COURSE 


Oklahoma University Offers Life 
Insurance 


SUPPORTED BY UNDERWRITERS 
ASSOCIATION 

Leading Insurance Executives on Program 
of Speakers 

The first free course of life insurance sales- 

manship to be offered by any State university 

has just been completed at the University of 

Oklahoma. This result of co- 

operation between the Board of Regents of 

the University and the Oklahoma Underwriters 


school is the 


Association wherein each body pledged sup- 
port both morally and financially. Consider- 
ale credit for the success of the experiment 
is due Hon. H. L. Muldrow, president of the 
Board of Regents and State manager for the 
Minnesota. Mutual, and Marmaduke Corbyn, 
president of the Oklahoma Underwriters As- 
gciation and general agent for the Central 
States Life. Both of these gentlemen devoted 
agreat deal of time and spent their own money 
in guaranteeing the success of the school. 

That the school has been completely success- 
ful is evidenced by the fact that during the 
course eighty-one students were enrolled, of 
whom sixty-two graduated and given 
certificates. A higher percentage should have 
received certificates but of those who 
failed were enrolled too late for credit. The 
best spirit was maintained and greatest inter- 
et manifested throughout the course, and it 
was the expression of university officials that 
wo class has ever displayed such enthusiasm. 
The course of study offered at Oklahoma is 
the exact counterpart of the one given at 
(amnegie Institute of Technology, Pittsburgh, 
ad bore the approval of the committee on 
educational standards of the National Associa- 
tion of Life Underwriters, of which Dr. John 
A. Stevenson is chairman. The faculty ap- 
pinted for the school were Carnegie Tech men 
ad were also recommended by Dr. Steven- 
son. Eight weeks of the most intense study 
were devoted to the work and practically all 
As time 


were 


most 


phases of life insurance were covered. 
grew short, double sessions were held each day 
—making a total of seven to nine hours’ instruc- 
tion, 

Dr. Warren W. Phelan, dean of the school 
of education and one of America’s foremost 
educators, conducted the class in the “Psychol- 
ogy of Life Insurance Salesmanship,” while 
lon D. Stark taught “Practical Salesman- 
ship” and directed the field work of the stu- 
dents. Mr. Stark is a member of the firm 
of Stark & Son, who are general agents for 
the American Life of Detroit in Oklahoma. 
James Elton Bragg conducted the classes in 
“Principles of Life Insurance” and “Functions 
of Life Insurance” and arranged for the special 
Keetures. Mr, Bragg is a member of the firm 
of Mellen & Bragg, insurance brokers, New 
York city, and has achieved the splendid dis- 
tinction of being assistant to the president of 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 





the National Association of Life Underwriters 
secretary of the Life Under- 
York. In addi- 


tion to the regular faculty men, the school was 


and executive 
writers Association of New 


honored by special lectures by several of the 
Among them should 
president of the 


big men in the profession. 
be named E. W. Randall, 
Minnesota Mutual Life 
St. Paul, Minn.; Frank Trosper, vice-presi- 
dent of the American Life, Detroit, Mich.; W. 
Provident 


Insurance Company, 


B. Burress, general agent of the 
Life and Trust Company, Kansas City, Mo.; 
Courtney Barber, Stewart Anderson, of Pacific 
Mutual Literary Department, Los Angeles, 
Calif., and Al. Farmer, New York Life, Tulsa, 
Oklahoma. 

PERSONAL Propuction Not NEGLECTED 

During the eight weeks of instruction per- 
sonal production in field work was not neg- 
lected. The class wrote a total of $512,140, 
which is an average of $8228 per graduate. 
Eleven students who had had more than one 
year’s previous experience produced $127,000, 
or an average of $11,545. Twenty-one students 
with less than one year’s previous experience 
produced $287,640, or an average of $13,700. 
Thirty-two students with no previous éxperi- 
ence produced $97,500, or an average of $3050. 
Twenty of the students were college men and 
they wrote 65 per cent of the total amount 
written by the entire class. In other words, 
25 per cent of the class wrote 65 per cent of 
the business and they were college men. This 
should show conclusively the advantage a well- 
educated man has over his less fortunate fel- 
lows. Dave R. McKown, a partner with H. L. 
Muldrow and son, O. F. Muldrow, in the State 
agency of the Minnesota Mutual in Oklahoma, 
led the class in personal production with a 
total of $101,640. Mr. McKown has had one 
year’s previous experience, is a graduate of the 
University of Oklahoma, president of the 
Alumni Association of the University, and was 
unanimously elected delegate from the class to 
the Toronto convention. 

Asa very fitting climax to the successful con- 
clusion of the school, a last luncheon was held 
on July 29, at which all students, instructors 
and general agents interested were gathered. 
Enthusiasm and good fellowship were the domi- 
features of the occasion and everyone 
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nant 


present went away with a feeling of good-will 
and a resolution to make a success in his field. 

The school has been a remarkable 
Oklahoma University feels proud to have led 
in an effort to raise the standards of 
the life insurance profession and promises to 
continue the good work for many summers to 
come. Other State universities will doubtless 
follow Oklahoma’s lead and the time is rapidly 
approaching when a man without some such 


success. 


the way 


previous training will find difficulty in securing 
a contract to solicit life insurance. Oklahoma's 
experience should and doubtless will prove a 
valuable guide to other institutions that take 
up the work. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice=-Pres. 
Manager of Agents 
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What Insurance Has Done for Others 


By Frank H. WILitaMs 


The strongest sales argument in the average 
life insurance agent’s kit is what life insurance 
will do for the purchaser. 

But an almost equally strong argument, which 
is seldom made use of by the average insurance 
agent to the extent to which he might use it, 
is that of telling what life insurance has done 
for the families of policyholders who have 
passed on. 

This thing of telling what life insurance has 
done is the strongest sort of evidence as to what 
life insurance will do. 
powerful aid in the selling of insurance which 
ought to be used with much more constancy and 
with much greater effect than is now the case. 

Think over the facts connected with the 
families of your own policyholders who have 
If you have been in this business of sell- 


Consequently it is a 


died. 
ing insurance for any length of time, Mr. Agent, 
you can at once call to mind numerous cases 
in which the policies held by the head of the 
family have meant everything in the world to 
the families. 

Classify these cases according to the amounts 
of insurance carried by the deceased. Writé up 
snappy little descriptions of what life insurance 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 














has done in these cases and then get these 
descriptions into typewriting and use them when 
you sell insurance. 

Your classification ought to contain details of 
what $10co policies have done, of what $2000 
policies have done, and so on. Your classifica- 
tion ought to run up just as high as it is possible 
3ut every single one of the cases 
you cite should be authentic and should be 
local. It would almost be better not to tell 
what life insurance has done for the families 
of deceased policyholders if you have to go 


to get it. 


outside your own territory to get instance be- 
cause, in the natural course of events, people 
believe what they are told about local people 
because they can easily verify such statements 
if they want to, while they do not believe what 
they are told about outsiders because they can’t 
verify such statements without a lot of time 
and trouble. 

Your write-ups of the various cases might 
read like this: 


$1000 PoLICcyHOLDERS 


Family of A. J. Adams, 
was thirty-four years old when he died. 


415 Smith street. Father 
Left widow 
and three children, boy aged one, girl aged three, 
girl aged five. At the time of his death Mr. Adams 
had a little money saved up which paid his funeral 
expenses. The widow, on the advice of a friend, 
invested her $1000 in a cheap bungalow on the out- 
skirts of the city. She is now working in a depart- 
ment store and making enough to keep and educate 
her family. The thousand dollars was the margin be- 
tween abject poverty and the ability to get along. 
By having her own home all paid for Mrs. Adams is 
relieved of the burden of rent and has an anchor to 
windward which relieves her from a great amount of 
worry. 

Widow of J. R. Burry, 1920 Oliver street. Mr. 
Burry was forty-two when he died. Mrs. Burry is 
Husband left no estate 
Mrs. 


the $1600 in a little candy-making business which is 


thirty-seven. No children. 
outside of his insurance. Burry has invested 
growing and prospering and which bids fair to lead 
to quite a big thing. Without the money from this 
policy she would not have been able to do this. 


$2000 PoLICYHOLDERS 
Widow of Elisha R. Bradbury, 717 Summit street. 
Mr. Bradbury was eighty-one at the time of his death. 
Mrs. Bradbury was in poor health and seventy-seven 
Upon Mr. Brad- 
bury became worse and eventually went into a hospital, 


years old. Bradbury’s death Mrs. 
where she lived for nine months and had the best of 
care, finally dying with enough still left of the insur- 
ance to pay all bills and her funeral expenses. Had 
it not been for this insurance Mrs. Bradbury would 


Thursday 





have had the misfortune of heing a charge on the 
community during her last days, 
$5000 PoLicyHoLpErs 

Family of Alonzo Schwartz, 339 Prospect avenue 
Mr. Schwartz, who was sales manager of the Aes 
Candy Company, died at the age of twenty-eight 
leaving his widow, aged twenty-five, and twin babies 
aged two years and six months. Mr, Schwartz “ 
the time of his death was in a splendid way to make 
a lot of money but his estate was in such a condition 
when he passed on that after paying all expenses the 
widow was left with only the insurance money. Mrs, 
Schwartz has wisely invested this money in such a way 
that she gets $400 a year from it and this sum, to. 


gether with what she is able to earn in her old Posi. 


tion as stenographer, is sufficient to keep herself and 
family from want and to provide a little savings each 
year which will be devoted, later on, to the education 
of her children. 

And so on. 

Just a few cases of this sort and the insurance 
agent would have a barrage of facts to lay down 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Ill. 
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EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 






J. DE WITT MILLS, Secretary 
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pefore the prospect which would be certain to 
make him take notice and, eventually, make him 
buy 2 policy. 

Of course, it wouldn’t always be necessary 
to give the names and addresses of the people 
for whom insurance had done such splendid 
things. In many instances it would be neces- 
sary only to tell about the cases and state that 
they were local instances. But where the pros- 
pect manifested doubt as to the authenticity of 
the cases, the agent would have the names and 
addresses right at hand with which to back up 
his statements. 

The right time, of course, to use this mate- 
rial in selling policies would be at that time in 
the sales talk when the agent is bearing down 
most heavily on what insurance will do for the 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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prospect’s family in case the prospect should 
die. 

It is quite often hard for the prospect to 
visualize his own death. Normal people shy 
away from the idea of death; and while the 
prospect may feel that he owes it to his family 
to take out insurance, he is nearly always certain 
that he will live long after the maturity of his 
policy and that, as a matter of fact, his family 
is never going to need the insurance at all. 

It is when the agent is confronted with this 
sort of a situation that he will find it advantage- 
ous to take out his little typed memo and put 
the proposition up to the prospect in some such 
way as this: 

“T know just how you feel. You feel pretty 
certain that you are going to keep right on liv- 
ing and that your family is never going to need 
the money they’d get from this policy. 

“That’s the way a man of about your age 
who used to live on Lavina street felt about 
taking out more insurance. But he did take out 
more insurance, anyhow. And let me tell you 
what happened to him and to his family.” 

Here the agent could refer to his notes and 
give the actual facts of this particular case. 

“And let me tell you about a man on Jones 
street who hesitated a long time before taking 
out a policy for $3000. He was in robust health 
but he had a sickly wife and a family of three 
young children.” 

Here the agent would again refer to his notes 
and read what he’d typed about this particular 
individual. 

And so on until the prospect was sold. 

Of course, it would be wise to have the notes 
typed and not trust to your memory. In the first 
place the prospect would be more impressed 
if you read the material to him than if you told 
him about it from memory. And in the second 
place it would be easier and quicker for you 
to get the particular cases which would appeal 
most powerfully to the prospect and be most 
calculated to make him buy insurance from you. 

Cash in on this thing of telling prospects 
what insurance has done for the families of 


policyholders. 





Cash In On Business Insurance 
Cash in on the business insurance idea. This 


is your time. There never has been any, may 


never be again, such an opportune time for 





writing this kind of coverage. 

Especially is this true of the medium and 
A little business that is 
being run by one, two or three men is pretty apt 


small-sized concerns. 


to be in a crippled condition and only kept go- 
ing through their ingenuity and resourcefulness. 
They realize that the death of one of them will 
undoubtedly smash the machinery. 

In flush times, when business is booming, 
these same firms could probably withstand the 
shock of the death of one member, as tere 
would be momentum enough to them 
through. 


But right now, if you will explain to the 


carry 


average business man who is operating a small 
concern just what life insurance will do to 
perpetuate his business. 

You know, if you have given it a good trial, 
that you. can get many a fine interview by 
opening up with business insurance that you 
could not get in any other way. On account 
of precarious conditions in most businesses to- 
day, the men at the helm are ready and anxious 
to grasp any meais that seems to show them 
a Way out. 

A convincing, intelligent exposition of the 
merits of business insurance presented to these 
men will mean a fine big income for you. 

They are ready for it! Will you be the one 
to cover their needs?—IJnternational Life Man. 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be.able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
SEE Oe ee 


Madison, Conn. 














WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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HOME OFFICE: TOPEKA, KANSAS 











WE CAN OFFER MOST LIBERAL CONTRACTS TO 
MEN WHO ARE LOOKING AHEAD, MEN WHO 
WANT TO BUILD UP A BUSINESS OF THEIR OWN AS 


DISTRICT MANAGERS AND SALESMEN 
IN THE FOLLOWING STATES: 


ARKANSAS — IOWA — KANSAS — MISSOURI — 
NEBRASKA — OKLAHOMA — TEXAS AND UTAH 
DON’T DELAY BUT WRITE RIGHT AWAY 


=f The National Reserve Life Ins. Co. 


The Fastest Growing Life Insurance Co. in the Middle West 
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HARVEST TIME AT HAND 


Four Big Life Insurance Months Near 

How good a year 1922 will be for life insur- 
ance depends on what each individual makes it. 
If they decide that they cannot reach last year’s 
figures, it is one best bet that the figures won't 
be reached. This will mean that the agency 
will fall off in production, and very likely, also 
the company which employs the agents will do 
the same. This will surely be the case if the 
majority of agents in the majority of agencies 
of the company throughout the country get 
such an idea into their heads. 

The agent of to-day has more helps to make 
him a success in the business than ever before. 
Things are explained to him more carefully be- 
If he 
requires additional educational advantages that 


fore he is even sent out upon the street. 


his own agency cannot give him, he can usually 
find them close at hand. The class of men em- 
ployed by the company to manage the other men 
is second to none in any business. 

The agent often could have instructive help 
from a general agent, if the general agent only 
knew what the sub-agent wanted. Agency facili- 
ties of all kinds have improved greatly in the 
past twenty years, in fact in the last ten years. 

If the agent is willing to work, greater re- 
sults can be achieved to-day than ever before in 
the history of the life insurance business. Of 
course if the agent would prefer to have some- 
body else draw down the big commissions 
while he takes it easy, writing an occasional 
case which comes to him, he is not likely to have 
much of a total at the end of the year. 

Such a man is inclined to roundly score every- 
body but himself for his failure. The agency 
is not properly managed, he will say; the poli- 
cies issued are not the right kind to sell and 
the company itself is a hard one to work for. 
In reality the agency is what each agent helps 
to make it, and the same is true of the com- 
pany he works for. 

No agent should be discouraged because his 
record for the first eight months of the year 
is not up to his planned average. There are 
four golden months right at hand which have 
always been looked upon by agents as the very 
best of the entire year. There is always a 
chance to catch up on one’s production in the 
fall. Everything seems to start with a vim 
when the vacation period is over. There is still 
time, therefore, to make 1922 a most satisfactory 
year. 

This can be accomplished easily if every agent 
of the Manhattan Life buckles down to work. 
He is doing himself a bigger favor than he is 
his general agent or the company, if he assumes 
the must frame of mind. It will make it possible 
for him to secure renewed confidence in him- 
self, which is a most highly prized quality in 
life insurance selling. It will also serve to keep 
the agent busy, so that he cannot find time to 
bemoan his hard luck in the two or three cases 
which he lost unexpectedly. 

Cases’ have to be lost once in a while, just 
the same as salesmen in any commercial line 
has once in a while to lose the renewals of last 
It simply cannot be helped as 


year’s orders. 
The fatal 


long as human nature is what it is. 
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mistake is not so much in losing the case as in 
mourning over the “hard luck” and so putting 
one’s self in just the right frame of mind to 
lose half a dozen other cases in the same 
month! 

Of course every agency man realizes that 
continued success in itself makes for more suc- 
cess; it imbues the solicitor with the courage 
of his convictions, which cannot be easily over- 
come. It must not be assumed, however, that 
successful agents never have any bad days or 
months. They certainly do. Some agents who 
never hear about such instances would be sur- 
prised that a successful solicitor had such 
experiences. He fails to realize that it is not 
so much occasional failures that hurts as the 
effect if an agent is not man enough to throw 
off discouragement and pitch in again.—/an- 
hattan Life Bulletin. 


Big Trees from Little Acorns Grow 

H. O. McClure, president of the Atlas Life 
Insurance Company of Tulsa, Okla., has an en- 
couraging word for the disappointed newly 
appointed agent. Mr. McClure says: 

“There is no doubt but what many a new 
agent has become discouraged and quit the in- 
surance field because he was only writing small- 
sized policies and felt that he could not suc- 
ceed unless he landed the big ones. It is only 
natural that the spotlight of publicity should 
be turned upon the ijarge risks, as they are out 
of the ordinary. 

“The facts are that the bulk of all the busi- 
ness on the books of the insurance companies 
is made up of the small ones, averaging from 
a thousand to twenty-five hundred. Often the 
new agent starts out and writes a number of 
these little fellows and ends up at the end of 
the month with perhaps fifteen to twenty thou- 
sand to his credit. He has worked hard and 
late to gather them in the fold and is com- 
paratively satisfied until he hears of some other 
agent who has only written two applications, but 
the two were for ten thousand each. He 
naturally comes to the conclusion that he is on 
the wrong track and if he works on the big 
prospects he will get the same volume with only 
one-quarter as much work. Accordingly he 
stops his pursuit of the medium class prospect 
and goes on the trail of the man who is in a 
position to carry a large policy. 

“The new agent overlooks the fact that the 
prospect for a large policy is usually a target 
for all insurance salesmen to shoot at and 
when one is landed it is the result of many 
hours of concentrated effort. The personal 
equation enters into the sale of a large policy 
and the most intense cultivation is necessary 
to write one. Consequently it is a rare excep- 
tion when a new agent can make a success by 
centering his work upon big risks. If he does 
not realize this condition he soon finds himself 
without any prospects for insurance of any 
size, becomes discouraged and quits. 

“The soundest advice which we can give to 
the man who is just entering into the business of 
life insurance is to go after the men who are 
able to carry, say, up to $5000. The majority 


of the best prospects are made up of men who 


20 


Thursday 


are now carrying policies of about fifteen hun 
dred and who should by all rights be insured 
for at least twice that amount. Let the big ones 


Bear in mind that 
most of the big policies are sold by the Same 


come along in due course. 


agent who sold the man his first small policy, 
If the agent stays in the insurance business he 
will find that in a few years many of his pol- 
icyholders have gone up the ladder of SUCCess 
and have arrived at the place where they can 
take out a large policy. One of the best insyp. 
ance agents in this country admits that in his 
first year he only wrote about $60,000 and the 
largest policy was for only $5000,” 


Information Book on Insurance Matter 

A book bearing the above title, prepared by 
O. Bergmann and Dr. Bolwin, of the publishing 
house of German Insurance Press, Berlin, has 
been published in German. 

This new reference work is compiled entirely 
with regard to the needs of the management 
circles for daily, practical work. 

All the particulars herein brought together 
concerning the German private and _ public legal 
aspects, as well as of the foreign insurance 
companies operating in Germany, regarding the 
National Supervising Office, the adjustment 
stock companies, the professional associations 
and the scientific organizations for insurance 
matters are presented with the greatest possible 
completeness. 

All the supervising councils and leading per- 
sonages (boards of directors, attorneys, etc.) 
are given of the insurance businesses treated. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 


Cy 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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YOUR OWN 
BUSINESS 








under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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Talk Tersely 

A prospect will ask all sorts of questions. 
But answer 
And of the 
questions asked you may be able to divert the 


Hence you must “know it all.” 
only the suestions that are asked. 


attention of your prospect from those that are 
inappropriate, so as to concentrate his attention 
on your aiswers to questions of importance. 

The average man wants to know only three 
things: 

1. What insurance will do for hin. 

2. What policy will best fit his case. 

3. The sum he must lay aside each year. 


Do you cultivate your imagination? Can you 
put yourself in the place of your prospect? 
Can you feel the anxiety about his future that 
you know he feels? Can you feel with the 
widow the gratitude she will experience when 
she receives the insurance money? Do you 
value the insurance you offer as deeply as you 
want your client to value it? 

Do you study character, and adapt your ap- 
peal to the characteristics of each prospect? If 
you were selling overcoats, and a well set up 
man came in, you would enlarge upon its style, 
cut, etc., but to a plain, economical old gentle- 
man you would say, “I can recommend this 
cloth. It’s warm and durable, well made, well 
lined, and will never wear out.” 

Why should the inexperienced agent talk as 
little as possible? 

Because some of the people he approaches 
may know more about insurance than he does. 
The people with whom he will succeed best at 
first are those who already believe in insurance, 
and only need to be persuaded to do now what 
they have intended to do later on. 

Many men are ready to insure, but defer ac- 
tion because they do not know exactly how to 
go about it. 

The inexperienced agent is tempted to men- 
tion all the objections that might arise, and 
then dispose of them. The result is that the 
prospect’s attention is drawn to objections that 
might never occur to him. The experienced 
agent advances a single argument, and stops 
there if that secures the prospect's signature. 
Thus he economizes his own time and that of 
the prospect, knowing that otherwise the pros- 
pect may grow restive and fly the track. 
Agency Items. 

A. J. Hill Agency Record Production 

San Francisco, Car., Sept. 5—The Cali- 
fornia agency of the State Life Insurance Com- 
pany of Indiana, which is under the manage- 
ment of Arthur J. Hill of San Francisco, re- 
ports the largest August production in its his- 
tory. July broke all former July records. Man- 
ager Hill maintains head offices at San Fran- 
cisco and Les Angeles and reports that the 
business in the Southern California territory 
is increasing at such a rapid rate that it has 
been found necessary to move the Los Angeles 
office into larger quarters for the second time 
this year, and that they are now located on the 
sixth floor of the Loew's State building. He 
has recently added several new district offices to 
his agency organization in the northern portion 


of the State. 












3ankers Life Man Does Well 

Bryce T. Childress of Terrell, Tex., has been 
appointed an agency manager for the Bankers 
Life of Des Moines, with headquarters in Ter- 
rell. His territory will include thirteen counties 
in the rich black land district of northern Texas. 
Mr. Childress has been among the big producers 
of the Bankers Life Company for several years 


and has been numbered among the men who have 


written business at the rate of a million a year 
or better. 

Atlee Brown, schedule rating office expert of 
New Jersey, died last week in Philadelphia. 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 19 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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AROUND THE CAPITAL 


We are satisfactorily handling 
News from Washington of Interest to 


Underwriters R E; I RB] xy. U R A N] C E 


$10,855,252 INSURANCE TAXES 








for a number of American Life Companies. 
Census Bureau Report Shows Decline in You will appreciate our quick decision and prompt service in your cases, ; 


Death Rate Reinsurance on the yearly Renewable Term plan, or for substandard - 


TASHINGTON, D. C., September 1.—Collec- 
Ai inrsinaighendimademic nila aaa risks on the Coinsurance basis. Our decision given by wire on day of receipt of 
tions of $10,855,252 were made from the tax on 
Le . your papers. 
insurance policies during the period between 


July 1 and the date of the removal of this tax, 
December 31, 1921, according to figures just THE ONTARIO EQUITABLE LIFE & ACCIDENT 
made public by the Commissioner of Internal INSURANCE COMPANY 


Revenue. This sum, it is stated in a report 4 
just issued by the Treasury Department, is Head Office, Waterloo, Ontario. S. C. Tweed, President, : 
within $8,000,coo of the entire collections for 
the fiscal year 1921. 

Total tax collections from all sources during 
the fiscal year amounted to $3,197,451,083, a 
decrease of $1,397,905,978 from the collections 








year. However, more than $7,000,000 were period of last year, is indicated by reports fil 
spent in enforcing the prohibition and narcotic with the Census Bureau from 63 large cities 
laws and $650,000 for the child labor law, which covering the week ended August 109, asp 
are not, strictly speaking, revenue measures, so cities, having a total population of 27,927,877 
that the actual cost of collection for the year reported 5,751 deaths for the week, against 559) 
was reduced to $34,262,000, or $1.07 per $100 for the corresponding week of 1921. ; 
collected. On the same basis, the cost for the The highest death rate—20.6 per thousand i 
previous year was 72 cents per $100. The differ- was reported from Atlanta, while the owed 
ence in the relative cost for the two years, it is rate was four per thousand, reported from 
explained, was due mainly to the very large Akron, O. 

reduction in revenues, which did not permit, Se 

however, of a corresponding reduction in the After you have looked it over, thought i 
force necessary for their collection. over, read it over, and talked it over, be sure 


of 1921, when $4,5095,357,061 was reported. 
Deducting $48,134,127 refunded during the year, 
the net collections were $3,194,625,411. Most 
of the reduction in collections was due to 
decreased income and profits taxes, the 1922 
receipts from those sources being $2,087,946,- 
243, against $3,228,137,673 1n I92I, a decrease 
of $1,140,191,420. 

The cost of administering the internal revenue 
laws for the fiscal year 1922 was approximately 
$41,435,000. On this basis, the cost of collec- * x put it over. 
tion was $1.30 per $100 collected, compared A death rate of 10.7 per thousand population, Some people are like cider—sweet until @ 
with 87 cents per $100 for the preceding fiscal against 10.5 per thousand for the corresponding kick develops—J. C. Flawes. 
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[ | Co-operation That Counts 
: A - E a ! CA | Two of the features in The Guardian’s 
2 | 








comprehensive plan of service to Agents 


| which aid our representatives to increase } 
5 | their production: : 


A TRAINING Course for new Agents. | 
LIF E | The Prospect BurEAUv, which develops 
real bona-fide leads for all Agents, old or new. ~ 


If you want to know the whole story of © 


Insurance Co. what this Company is doing for its” 


Agents, address: 
INDIANAPOLIS, IND. nitinte 
T. LOUIS HANSEN, GEO. L. HUNT, 

Vice-President Supt. of Agencies 


Established 1899 The Guardian Life Insurance Company 
OF AMERICA F 


HERBERT M. WOOLLEN Established 1860 under the Laws of the State of New York 


PRESIDENT 





MTT ITA 





Home Office 50 Union Square, New York | 
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"THE INSURANCE YEAR 
BOOK FOR 1922=23 


Golden Jubilee of This Comprehensive 
Insurance Encyclopedia 


/PUBLISHED IN TWO LARGE VOLUMES 


a 


“The Story of the Expansion of the Insur- 
| ance Idea Told in Its Half Century Issue 


The fiftieth 


The 


annual issue of 


Insurance 


P¥ear Book has been published by The Spec- 


Stator Company. 


For fifty years this publica- 


Myon has marked within its pages the progress 
Its first issue contained compara- 


" of insurance. 


Mively few pages, as the business of insurance 
fad but indicated the prominence to which it 


ould later attain. 
“germinated The Insurance Year 


As the seed of 


Book, 


insurance 
a faith- 


* ful chronicle of the accomplishments of this 


Dgreat business 


grew apace. As the 


insurance 


" business expanded so too did The Insurance 
- Year Book. New features were added in rapid 
Pguccession, so that now the book in its fiftieth 


anniversary, T 


he Golden Jubilee 


Anniversary 


Pof the Record of Insurance Progress, is issued 


Pin two volumes containing about 


3000 pages. 


“Afileof The Insurance Year Books is the most 


P truthful history of insurance in 


is now, as fc 


wr fifty years, the 


F surance information and statistics. 


One volume 
[surety and niiscellaneous insurance, 


is devoted to life, 


Pother to fire and marine insurance. 
Pumes are recognized as being indispensable to 


Pevery insurance 


man as works of 


America, 
standard of 


and 


casualty, 
and the 
Both vol- 


reference. 


P Herewith is presented a brief summary of the 
“contents of each volume. 


Sine Lire, 


The volume 


CASUALTY 


AND 
VOLUME 


devoted to the 


MISCELLANEOUS 


data of life, 


tasualty and miscellaneous insurance contains 
"over 1500 pages of information which has been 


“collated and 
"sources. 


compiled from 


authoritative 
This volume is divided into two sec- 


tons, the first dealing with life insurance and 


the second wi 
“laneous insura 
contains the 

Several States 


and fraternal 


ferests are covered 


th casualty, 
nce branches. 
statutory 


surety 


requirements 


and miscel- 
The life section 


of the 


and Territories, giving a synop- 
sis of the laws relating to the admission of life 
companies, as well as assessment organizations 


orders. 


Canadian insurance in- 
in a special department 


showing the entire range of the business in 


the Dominion 


for five years. 


The vast business transacted by the life in- 
/sirance companies of the United 
“malyzed from every point of view in a very 
Phaborate series of tables, permitting compari- 


#ots of transactions from year to year. 


States is 


Among 


these tables may be mentioned the aggregates 
Hor each of the past fifty years; payments to 
Policyholders and accumulations for their bene- 


fit; the growth of industrial insurance; 


divi- 


Mends paid to stockholders, and tables of per- 
Mentages showing the rate of interest earned, 


expense rate, 


and terminations by 


surrender 


and lapse, for a period of twenty years. These 
tables are of much interest and are instructive 
to all engaged in the life insurance business. 

A valuable department of this volume of 
The Insurance Year Book is that bearing the 
caption .of life insurance history, which oc- 
cupies 150 that department 
shown the figures of all existing level-premium 
companies of the United States, numbering 
nearly 300, year by year for the past twenty 
years, and covering the principal items of their 


pages. In are 


annual statements, 

The Life Insurance Compendium comprises 
a section of pages, and analyzes the state- 
ments of the life insurance companies for the 
in a most comprehensive manner. 
Department report covers all the 
companies of the United States, and The In- 
surance Year Book is the only publication that 
supplies full deails of the official annual reports 
the smallest to the 


past year 
No State 


of every company, from 
largest. 
An important and 


the compendium section of 


feature of 
Bx 0k 


as well as 


desirable new 
The Year 
an analysis of the bonds and stocks, 
the mortgage loans, owned by the various com- 
panies. Holdings of the 
bonds are classitied as to government holdings, 
bonds 


various companies’ 


railroad and miscellaneous 
The mortgage loans are classified 


other 


municipal, 
and stocks. 
as to whether loans are upon 
also shown according to the 


farm or 


property, atid are 
States in which the loans have been made. 

The department of Life Insurance by States 
shows the transactions of the individual com- 
panies in each State and Territory for the past 
year, and is a feature of great interest, showing, 
the distribution of life insurance 
Separate statistics are 
industrial 


as it does, 
throughout the country. 
given in this section for ordinary, 
and group insurance. 

Other important and valuable features of 
this volume include the gain and loss exhibit 
retired companies, companies in the 
liquidation and in the hands of re- 
directors, life underwriters’ 
classes, and list of 


for 1921, 
course of 
officers, 
insurance 


ceivers, 
organizations, 
actuaries. 

A department covering many 
voted to important particulars 
stipulated premium companies, assessment asso- 
fraternal orders, the statistics 
covering two years. The aggregate figures of 
the United States companies embraced in this 


pages is de- 
relating to 


ciations and 


section follow: 


INSURANCE COMPANIES 
$1,537,280, 119 
1,951,417,924 

839,967,405 
1,289,032,534 
7,936,496,844 


806,521,968 
151,503,452 
6,635,840,279 
T,942,821,308 
1,508,742,71 
36,378,537,873 
8,006,119,747 


LecAL Reserve LIFE 
Premium: receipis.< o..<..ccs06<e 
Total income 


Payments to policyholders. etl 


Admitted SESS a ROS 
Surplus (assigned and _ unas- 
signed ) 

New business (group ) 

New business (ordinary ) 

New business (industrial)...... 
Insurance in force (group).... 
Insurance in force (ordinary) .. 
Insurance in force (industrial). 


ORDERS 
181,646,264 
206,199,201 


ASSESSMENT LIFE AND FRATERNAL 
Assessments and annual dues... $ 
Total income 


Life Insurance 





112,794,046 
145,187,873 
342,943,240 
957,058,233 
9,013,803 
10,570,172,411 


Paid policyholders 

Total disbursements 

Total assets 

N@wr businesses os v5.25 ccwcswesas 
Certificates in force (number) .. 
Insurance in force 


CASUALTY AND MISCELLANEOUS SECTION 

The section devoted to casualty, surety and 
miscellaneous insurance is very comprehensive, 
relating to those branches being 
brought together. A most complete synopsis 
of the Statutory Requirements regarding the 
admission of companies to other States is pre- 
tables show the statis- 
tics of the business by individual companies for 
the past ten business of each 
company in the several States and territories 
1921, and the dividends paid to stock- 
holders for twenty-five years. 

A valuable feature of this section is an ex- 
and workmen’s com- 
pensation of its 
development, which well supplements the statis- 
tical exhibit and contains a large amount of use- 
ful 

There is included also a list of the officers and 
directors of the various companies and an ex- 
field with their several 


everything 


sented, while elaborate 


years, also the 


during 


tensive chapter on liability 


insurance, giving the history 


information. 


tensive list of men, 
locations. 

In the past few years many new additional 
features have been added to this casualty sec- 
tion. As this comparatively new branch of in- 
ramifications. The 


ten-year statistics of the companies are segre- 


surance business has many 


gated into those of stock companies, mutual com- 
reciprocal organizations, title insurance 
and State insurance funds. The 

companies operating in Canada, 
covered by automobile insurance com- 
panies, premiums, losses and claims 
of workmen's compensation and liability insur- 


panies, 
companies 

business of 
risks 
reserves, 


ance, the underwriting and investment exhibit 
for 1921 and for the past ten years for the 100 
leading insurance companies are also shown. A 
most important new feature is the styled Cas- 
ualty Business of 1921 Classified. This section 
shows the premiums written, losses paid, ad- 
justment expenses, commissions and underwrit- 
ing expenses together with the respective ratio 
to premiums written, allocated according to the 
various classes of business transacted. 
Underwriters interested in the respective 
branches of insurance covered by this section 
will find a great amount of important informa- 
is obtainable in no other 
organizations 


therein which 

30th stock and mutual 
accident and sick benefit 
societies and a sum- 
mary of their figures for 1921 is herewith pre- 
sented : 


tion 

form. 
and also assessment, 
are covered in this section, 


SURETY AND MISCELLANEOUS 
E COMPANIES 


Stock CASUALTY, 
INSURANC 

$08,874,424 
1,139,586,275 
214,623,536 
467,046,039 
499,741,885 
229,284,329 
11,452,133 
460,521,582 


Capital 

Total assets 

Surplus to policyholders......... 
Premium receipts 

Total income 

Payments to policyholders. ....... 
Dividends to stockholders........ 
Total disbursements 
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MurvaL CASUALTY AND MIscELLANEoUS IN- 
~ sURANCE COMPANIES AND RECIPROCAL 
ORGANIZATIONS 


Total assets . ween e tenet eee eees $54,049,620 
Surplus to policyholders......... 25,301,302 
Premium receipts .............. 46,070,612 


52,572,749 
24,470,592 
45,152,256 


Total income ......-.++ +e seen. 
Payments to policyholders........ 


Total expenditures ............. 


MutvuaL ACCIDENT AND Sick BENEFIT 
ASSOCIATIONS 


\ssessments and annual dues..... $20,391,540 


Motil ANCOME icine cles ite atareinie-+c 22,124,583 
Paid policyholders pitenarerdes aiavererere 11,325,360 
Total disbursements ......0..+. , 19,305,757 
Wafali ASSEES. occ cir-n a vreyesouoserereie'o/eiais 15,249,588 
Number of certificates written.... 607,438 
Number of certificates in force.. 1,773,787 


Tue Fire AND MARINE VOLUME 

The fire and marine volume of The Insurance 
Year Book for 1922-1923 contains about 1400 
pages of useful information of such variety 
and scope that it is apt to be referred to daily 
in the office of any enterprising fire underwriter. 
In the course of business many questions arise 
which require prompt answers, and the com- 
pany official or manager, or general, special or 
local agent can probably ascertain the facts de- 
sired in one of the numerous divisions of the 
Insurance Year Book. It is important, there- 
fore. that a copy of the latest edition of this 
valuable annual publication should be kept con- 
stantly at hand—it will save much time and 
correspondence. 

A feature in the Insurance Year Book this 
year is a column giving financial ratings of 
American stock companies, foreign companies’ 
United States branches and American mutual 
companies. These ratings permit a quick com- 
parison of the relative financial strength of the 
respective companies. 

The new features in this year’s fire insurance 
volume include classification of premiums and 
losses of the various companies according to the 
kind of insurance written. Other features in 
the latest edition are specimen marine insurance 
policies for vessels and cargoes, the York- 
Antwerp rules as to marine losses and adjust- 
ments, and interesting description of General 
and Particular average. 


A Fire InsurANCE CoMPENDIUM 


The Fire Insurance Year Book, fire and ma- 
tine volume, is virtually a contpendium of the 
detailed statements of all fire and marine in- 
stitutions operating in the United States, both 
American and Foreign, licensed and unlicensed. 
The latest detailed statements of the companies 
are included in the departments entitled “Re- 
ports of Fire Insurance Companies,’ which 
Presents information, more or less exhaustive, 
concerning about 1000 fire and marine organiza- 
tions (including unlicensed companies). 

They are subdivided into groups as follows: 
Stock Fire and Marine Insurance 
Companies (licensed) ; Foreign Fire and Ma- 
tine Insurance Companies ‘(licensed in the 
United States); American Mutual Fire and 
Marine Insurance Companies; Underwriters’ 
Agencies: Lloyds and Reciprocal Underwriters 
Associations; Unlicensed American Fire In- 
surance Companies; Unlicensed Foreign Fire 


American 









and Marine Insurance Companies, and data con- 
cerning each company are segregated so that 
practically all desired information relating to 
a single company may be found by one refer- 
ence. Some of the information thus given is 
mentioned below: Company officials ; directors; 
general and special agents, with the territory 
covered; tabulation of the principal items of 
the statements for five years (mutual com- 
panies, three years) ; financial statements as of 
December 31, 1921, showing the character of 
assets and liabilities, with the amount of each 
class; classification of premiums and _ losses 
in 1921; risks and premiums in force; business 
since organization; descriptions of real estate 
holdings, with more or less detail as to cost, 
market values, etc.; descriptions of mortgage 
loans; details of securities for collateral loans; 
stocks 
data concerning 


description of classes of bonds and 
owned, with market values; 
San Francisco and other conflagration losses, 
capital changes and surplus contributions, etc. 
The importance of the fire and marine insur- 
ance transactions in the United States is in- 
dicated by the grand totals for 1921 here ex- 
hibited, taken from the Recapitulation Tables 
of the Fire and Marine Volume of the Insur- 
ance Year Book: 
Number of companies........... 923 
Capital paid up (U. S. cos.)...... $184,584,259 
Assets T,628,247,318 
SUG OS) 6s ve chee eckiowatwcsewcs, (SIOZ ANZ 
Net premiums 861,760,631 
POPU MEOME <2 2,s1e:esigrainie rcs on aces 948,608,656 
LOSSES: DAME < vcicaigeitnaciwanacis 528,675,009 
Dividends (Am. cos. incl. mut.).. 69,364,434 
IE-xpenses 353,957,119 
Total expenditures 951,996,652 


SomME DEPARTMENTS OF THIS VOLUME 

The list of companies that have failed or re- 
tired contains about 3000 names. 

A directory of insurance agents, containing 
about 35,000 names. 

The list of independent fire adjusters em- 
braces about 2000 names. 

The list of attorneys and counselors specializ- 
ing in insurance includes about 5000 names. 

A list of universities, colleges and insurance 
societies conducting insurance classes is given. 

Data are presented as to insurance com- 
panies in fifty foreign countries. 

The officers of nearly 400 underwriters’ or- 
ganizations are given. 

A list of rating bureaus is presented. 

The premium receipts of individual companies 
are tabulated for eleven cities. 

Notable conflagrations in the world’s history 
comprise about 400 such events from B. C. 
1897 to A. D. 1921. 

The list of large fires in the United States 
and Canada embraces nearly 400 fires in the 
last two centuries, each causing $1,000,000 or 
more of loss. 

FIRE WaTER SUPPLY 

Fire Departments and Water Supply is the 
descriptive title of a division of The Insurance 
Year Book, fire and marine volume, which has 
been found exceedingly useful by fire under- 
writers desiring to ascertain the extent of the 


DEPARTMENTS AND 


fire protection maintained in the various cities 


25 





Life Insurance . 





and towns of the ‘United States and Canada. 
Although the data presented are condensed as 
much as they can be intelligibly, and are set 
in small type, the matter relating to 8695 cities 
and towns occupies over 500 pages and would 
make a very impressive book in itself, well 
worth-the price of the whole Year Book. The 
information presented is of a strictly utilitarian 
a clear 
idea of the prevailing conditions of the re- 
spective municipalities. 


nature and well calculated to convey 


OTHER UseFuL INFORMATION 

Among the other chapters and departments is 
a list of surplus-line companies and_ brokers, 
with the names and addresses of parties fur- 
nishing the policies of respective companies; 
short-rate cancellation tables in use in various 
sections of the country; premiums and losses 
of individual companies in New York city for 
two years; statistics of fire in American and 
foreign cities; a list of State insurance officials 
and dates of next sessions of State legislatures ; 
list of automatic sprinklers and their manufac- 
turers; risks covered by automobile policies of 
different companies; table showing premiums 
and losses in 1921 for the various classes of 
business—fire, ocean marine, motor vehicle, in- 
land marine, tornado, hail, sprinkler leakage, 
riot; risks written and in force; National Board 
tables of risks, premiums, losses, expenses, taxa- 
tion, ratios, etc.; taxes paid by fire insurance 
companies in 1921, with ratios to premiums; par, 
book and market values of insurance companies’ 
dividend 
companies in the hands of receivers, with 


stocks, . with rates for twenty-five 
years; 
the names of the latter; insurance in Canada, 
and tabulations of the home office statements of 
British and other foreign companies for 1921. 
There is also a record of the year to June 
15, embracing official changes, deaths, new com- 


panies, etc. 


DiRECTORIES OF INSURANCE AGENTS, ATTORNEYS 
AND ADJUSTERS 

The book contains a directory of insurance 
agents throughout the United Sfates and 
Canada, arranged by States and towns, which, 
with supplemental lists of insurance attorneys 
and adjusters, occupies 276 pages, four columns 
to a page, and includes some 62,000 names. This 
list. which is revised yearly, indicates the class 
of business handled by each agency. 

The whole work is fully indexed and no in- 
surance library is complete without it—in fact, 
it should find a place on the desk of every fire 
underwriter in the country. The Insurance Year 
Book sells at $15 per volume, or $25 for the 
two volumes when ordered together. Address 
all orders to The Spectator Company, New 
York. 


Increases Dividend Scale 

Effective September 1, the Minnesota Mutual 
of St. Paul, Minn., announces an increased divi- 
dend schedule, the increase running about fifty 
cents per thousand the first year on ordinary 
life and increasing until the twentieth year. The 
new scale represents an increase of about $1.50 
over the old schedule. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


ST, 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


—, 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropi 
Semi-Tropical = “ss 


Cable Address: Gertract, New York 














Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters) BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


fAlume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





es | 
seen 





GEORGE B. BUCK 





| ACTUARY 





Specializing in Employees’ 
Benefit and Pension Funds 











JULIAN. C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 














J. L. MITCHELL 


le prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. i : 
Temporary money advanced on strictly private 

ents 


All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 














JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT ‘BLDG. ATLANTA, GA. 
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FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





——_——— 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P, A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accevatants 


THE BOURSE PHILADELPHIA 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





af 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 























A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 





MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 3473 


CHICAGO 




















Insurance Examiners and Adjusters 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


— 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 


NEW YORK 
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NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment departments 
of American and foreign insurance companies, desires to adjust 
losses, procure capital, and handle fire, marine, life, casualty and 
surety matters on per case or per diem basis. 

Address A. L. CAMERON Box 10, Care, The Spectator 
Cable Address: Lawbond—New York 
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Miscellaneous Insurance 





—— 


insurance Examiners and- Adjusters 


—_— 


Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 


RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results, Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















eee 








Insurance Attorney 








Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
133 Fifth Ave., New York City 














Company Representation Wanted 











WANTED 


A net remittance contract regarding 
the development of the weekly health 
and accident insurance department 
for the State of California, with an 
experienced, strong organization. Are 
you qualified in the State of Califor- 
nia? If not would you be interested 
in qualifying? All replies confiden- 
tial. 

THE 


Address answer in care of 


SPECTATOR, Box 121. 











Acquisition Cost 

(Continued from page 13) 

' No attempt been made in the 
State of New York to limit by law either com- 
missions or acquisition costs generally in other 
lines. The New York Insurance Department 
has, however, sought to limit acquisition cost 
by department order, In the year 1913, the then 
superintendent issued an order that acquisition 
&xpense on Workmen’s Compensation and Em- 


enacted, has 









Ployers’ Liability Insurance must be limited to 
‘ertain specilied figures, which action was con- 
curred in by certain other States. 

The order did not meet with the favor of the 
Companies at first, but later all realized the 
benefit of such an order and the wisdom of the 
_ York Insurance Department in issuing it. 

he third method of limiting commissions has 


been by voluntary company action, either in- 
dividually or in combination. Under certain cir- 
cumstances companies have been unable to limit 
commissions by the last method, much as they 
would wish to do so. From the above it can 
be seen that State megulation of commissions 
may take three forms—first, the recommendation 
of legislation; secondly, the issuance of a depart- 
ment order; thirdly, the encouragement of com- 
panies to effect proper limitation by voluntary 
action. 

Field supervisory expenses comprise the sala- 
ries and expenses of field men, also executive 
traveling expenses of other than field men. 
Much of the acquisition cost at the present time 
arises from expenditures made under this head. 

There is no question but that taxation has 
taid a heavy burden on insurance companies. It 
seems to me that when the State has placed the 
burden Insurance Commissioner of 
regulating rates that he has more than ever 
the duty of opposing unjust taxation. 

Another important question in the regulation 
of rates is the determination of what constitutes 


upon an 


a reasonable profit. If companies are deprived 
of all opportunity of making excessive profits, it 
is only fair that they shall in return be given the 
opportunity of making reasonable profits. The 
National Convention of Insurance Commission- 
ers has set a standard by which fire underwrit- 
ing profits shall be computed, but no standard 
has been set by the convention in any other lines. 

In the application of the New York rating 
law, I feel that the New York department may 
be likened to a mariner who sails uncharted 
seas. I believe that the law should be of benefit 
not only to the insuring public but also to the 
companies. to un- 
reasonableness of rates, the “buck” is certainly 
passed to the Insurance Department. This is 
probably as it should be, for experience has 


In case of complaints as 


shown that frequently an insured will not be 
satisfied with the company’s explanation as to 
his rate, while the explanation of the department 
will be accepted. The department must strive 
to deserve and to maintain this confidence. 

The insurance companies should regard the 
rating laws as being for their protection as well 
as that of the insured. Every burden placed 
upon an insurance company must be borne by 
the insured. An additional duty lies upon the 
insurance departments to refrain from making 
from in- 


useless for information or 


flicting burdensome rules and regulations upon 


requests 


companies, for such action means higher rates. 


Death of F. A. Harrington 
Annouoncement is made of the death on Au- 
gust 28 of Francis A. Harrington, president of 
the Massachusetts Protective Association of 
Worcester. Mr. Harrington was one of the 
founders of the Massachusetts Protective; was 
elected president at the organization meeting in 
1895, and had continuously served as such since. 
To him the first policy was issued, and his ad- 
ministration had accordingly seen the growth of 
the association from the receipt of the first pre- 
mium upon the first contract of insurance issued 
until it had reached a size where it had 130,000 
policies outstanding and a premium income of 

over four million dollars per annum. 
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DEATH OF WILLIAM A. NASH’ 


He was Last Survivor of the Original 
Board of Lloyds Plate Glass 

William A. Nash, for many years, and up to 
the time of his death, president of the Corn 
Exchange Bank of New York, died suddenly 
on August 30. Mr. Nash was the last surviv- 
ing member of the original board of directors of 
the Lloyds Plate Glass Insurance Company of 
New York. He had taken a very active part 
in the management of the Lloyds Plate Glass 
Company, having been a close friend of Presi- 
dent William T. Woods. At the start of the 
corporation in 1882 he was elected a director, 
and dating from the organization of the first 
board was a member of the finance committee 
and so continued until 1893, when he became 
chairman of the committee, his services to the 
company having meanwhile increased. He con- 
tinued as chairman of the finance committee 
until he was elected vice-president of the com- 
pany, October 31, 1917, when he became ex- 
officio with the president a member of all com- 
mittees. He had thus served the company con- 
tinuously for forty years. 

The business career of Mr. Nash was a very 
long and busy one, as he continued his activities 
practically to the time of his death at age 
eighty-two. As an octogenarian he was a well- 
preserved, clear-headed business man, and for 
many years has been recognized as a leading 
figure in the world of finance. 





Osborn, Slosson and Smyth’s Announce- 
ment 

Following the merger of the New York in- 
surance brokerage firms of Osborn & Company 
and Slosson & Smyth under the name of Os- 
born, Slosson & Smyth, Inc., it was decided to 
discontinue operating under the latter name as 
of September 1, 1922. Following that date the 
business of Osborn & Company will be con- 
tinued in their name with offices at 45 Wall 
street, and the business of Slosson & Smyth 
will be continued in their name as formerly, 
with offices at 80 Maiden Lane. The Western 
business of Slosson & Smyth will be continued 
through the Chicago office of Osborn’ & Com- 


pany. 





Ku Klux Klan Threatens Insurance Man 

Topeka, Kan., Sept. 5.—For the first time 
in the history of Kansas the Ku Klux Klan is 
taking an interest in insurance matters. W. B. 
Gasche, president of the Alliance Co-Operative 
Fire Insurance Company of Topeka, has re- 
ceived two threatening letters purporting to 
come from the Klan. Both letters directed the 
insurance company to pay the claim of A. S. 
Kendall of Dorrance at once or suffer the con- 
sequences, although what the 
might be was not stated. 


consequences 


New Taxicab Company for Mexico 
Arrangements are being made for the in- 
corporation of a taxicab insurance company 
which will issue coverage to drivers of public 
vehicles in Mexican cities in compliance with the 
new traffic law in Mexico similar to the taxicab 
law enacted in New York State. 
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COMPETENT and disinterested authority, re- 
porting upon our Company, observes, in con- 
nection with our Reinsurance for Casualty 


Companies: neers 


“The Employers Indemnity Corporation has been 
of very great service to insurance corporations and the 
insuring public, in offering facilities in the United 
States which were very difficult, if possible, to obtain 
elsewhere therein.” 


By growing and thriving through the rendering of 
acceptable and satisfactory service, we have learned 
first-hand that “he profits most who serves best.” 


We therefore further offer our Reinsurance facili- 
ties to Casualty Carriers with the feeling of certainty 
that our treaties will be mutually profitable to the 


Reinsured and our Company. 


Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


CHICAGO NEW YORK 


INSURANCE EXCHANGE 35 Nassau STREET 
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AGENTS WANTED! 


















For attractive contracts write to 








The Union National Life Insurance Company 


Houston, Texas 








J. C. Stribling, President J. M. Yoes, Secretary 














SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 









Attractive Policies. Liberal Commissions. Both 


Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 

















THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 

















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 

‘Iwo good personal producers may combine 

to get contract. 

If you cannot produce personally do not 

apply. 


Address West Virginia, care of THe SpxcraTor, 
P. O. Box 1117, New York City, N. Y. 








THE COMPANY. 


THE MANAGEMENT. 


THE TERRITORY. 


_DANIEL BOONE, President 


—— SSS 


MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


and conspicuous success. 
MISSOURI, KANSAS, 


in the country to-day. 








We Want Real Men 


with ability and resources to 
develop three or four counties, 


handling sub- 


getting and 


agents, in Ohio, Indiana, 
Illinois, Missouri or lowa. 


FARMERS NATIONAL LIFE INS..CO. 
F. N. L. Building, 3401 Michigan‘ Ave. 
CHICAGO, ILLINOIS 





Thursday 


Backed and endorsed by the most substantial 
and influential business men in Kansas City 


Practical insurance men of long experience 


OKLAHOy 
COLORADO, TEXAS. The best oe 


DANIEL BOONE, Jr., Secretary 


ls 





INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance. 
Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 








Head Office—Winnipeg. 








EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Hiinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Clarence J. Daly, President DENVER, COLORADO 














NEW and up to date policy 
contracts. REAL SERVICE 
to Policy holdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 








C. E. Clarke, President 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 





soe ne re RAN Ss 
J. R. Anthony, Jr., Secretary 





1857 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


1922 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 


























Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wil be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 




















GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 








Sept 


— 


JB.Powe 


Co 


We 
anc 


_ 


IND 


Guar 


your 
Perso 


SEC 





{| 


Thi 
haz 


The 
Ligh 
Spec 


Pain 
Chin 
Supy 




















Thursday September 7, 1922 TH SPECTATOR - 








=——— ——— 





it 
i ftheBoard Darwin W. Johnson, Pres. I. Smith Homans, Sec’y & Actuary 
| B.Powers, pong = Treas Louis,G. Russell, Vice-Pres. & Myr., Industrial Dept 
PANY Thos J Johnson, "'). G Roach, Field Mgr., Ordinary Dept. HOME LIFE INSURANCE COMPANY 
New York 
ealth Life ins Co WM. A. MARSHALL, President 
Common VV e e | The 62nd Annual Report Shows: 
substantial sacar — need the year 1921.. Se $6,990,547 
: © pe _ A ayments to Policyholders and their beneficiaries in Death 
ansas City, Home Office: Commonwealth Bidg., 106-110 South Fifth St. Claim, En dowments, Dividends, tern; amend vas asasie 
F evi mount ed to the Insurance Reserve Funds............. 2,121,307 
experience Louisville, Ky. Net rg pan a Investment..... 2.2.00 recor 1,964,050 
THE PARTICIPATING COUPON DIVIDEND POLICY P . yeni excess of the amount required to maintain the 
| . ° t talit i 53.44% of th t cted. 
-AHOMA, isthe most liberal and up-to-date contract and is the Ingurance In Force... -...c-.---cccccceccrensceccen ccc ee+ 8223,116,887 
st territory easiest seller on the market. PRIME bn 5 6t0s hades cedtacwnddedaceeeacsawuceds 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 


We have some good territory in Kentucky and Alabama still open, 


class men, we can offe d proposition. 
Secretary and to first class men, we can offer a good proposition 


——___ Address the Company 
WANTED: PRODUCERS OF GOOD BUSINESS IN 


eee Payson = aia ALABAMA, Th e R epubli ry 
Casualty Company 


232 Fourth Ave. 
Address C. D. RENICK, President PITTSBURGH, PA. 


INDIANA NATIONAL LIFE INSURANCE COMPANY ener es ae 


INDIANAPOLIS, INDIANA 


a WANTED THE WOMAN’S BENEFIT ASSOCIATION 

















LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 









































polic ° ° 
RVICE Managers for These Important Districts OF THE MACCABEES 
gents. 
ht of KANSAS, EASTERN MISSOURI ORGANIZED OCTOBER 1, 1892 
ved. —_—_—_—_— Largest Fraternal Benefit Society of Women in the World 
yee Guaranteed low cost policies. As good as we can make them. A “Millionaire” Fraternal Benefit Society 
OUTH aaa The Rates are Adequate 
gents. : ; ? The Membership is over 250,000 
hens Any one of the above is an absolutely first class opportunity. Ii The Reserve Fund is over $15,000,000 
—s your record is clean and you can furnish evidence of your Ability as a Gh ig Seen ‘a - Raethagan the Children of its Members 
ee Personal Producer, your application will be considered. Coosa dor tee, Wanie atak 
er etar, ° = Its Revi Social and Welfare Centers 
? Address S. W. GOSS, Vice-President i i an sae ; : : ves ; 
ri or into ion o 
V 
VY SECURITY LIFE INSURANCE COMPANY OF AMERICA Miss Bina M. West Miss Frances D. Partridge 
he Rooke H Supreme Commander Supreme Record Keeper 
2. : Renker, €R — Port Huron, Michigan Port Huron, Michigan 
ustrial _ 
a) 
PIE 


Excellent Iowa territory and liberal 
contracts for men of good reputation. 


penance mem WE WANT AGENTS 
! GRAND RAPIDS LABEL C0. ) to push our five-point-nine policies. 
| © 


“THE COMPANY OF CO-OPERATION” 


FOR FOLDER 
ay SHOWING ELABORATE* DISPLAY THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 





Home Office—Register Tribune Bldg.—Des Moines, lowa 








.Y. — - ———— 
— FIELD PRACTICE SALARY AND COMMISSION 


AN INSPECTION MANUAL 

















For Property Owners, Fire Departments and Inspection Offices ° ° 
0 ii tine. offered to capable man to organize an im- 
This well-known pocket manual is a standard guide in relation to common fire D ee 
’ hazards and their elimination or reduction, and also as to portant open territory, comprising five coun- 
Fire Protection and Upkeep. . ° ° 
The general subjects which are treated in much detail in this valuable book, are: ties in Pennsylvania. Address 
sitting Hazarde—Hoating ag sl a eee Seiten ad ear ten 
i necial Treatment—Commonly Found Miscellaneous Hazards—Power Hazards emicals, D 
sand Paints and Oils—Spontaneous I jnition and Dust Explosions—Care and Maintenance— W. E. Napier, Secretary 
uth ve = Flues in Dwellings —D welling yor ee one 
upplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protectionin Genera 
Price p2r copy in substantial binding, $1.50 SCRANTON LIFE INSURANCE co. 
THE SPECTATOR COMPANY Scranton, Penna. 
CHICAGO NEW YORK 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF Va. 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 


Insurance Exchange 


























PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


» 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street 


CHICAGO, ILLINOIS 














New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income, 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H, M. HARGROVE, President : ° : BEAUMONT, TEXAS 
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Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 


WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 
Atlanta, Ga. 








PAN-AMERICAN 


LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


CRAWFORD H. ELLIS, President 
Net Admitted Assets, December 31, 


Re ee a ererrrc on $10,007,098.20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 

I Bis CU ik a wee eenaneeeiee 87,648,741.00 








The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 











Organized 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


DS isso ok aA $28,308,449.13 
Ds sna a bite aeaacans 25,109,146.04 
Capital and Surplus.............. 3,199,303.09 
Insurance in Force............0+. 214,188,461 00 


Payments to Policyholders........ 1,897,435.45 
Total Payments to Policyholders since 
CNR a savin dnnvedeusesees $27,720,705.42 


JOHN G. WALKER, President 








To the Right Man 


We will offer a direct contract, providing splendid first 
year commissions, very liberal renewals, and an ex- 
ceptionally favorable arrangement for financing a 
General Agency at the following points: 


Grand Rapids, Mich. 
Chattanooga, Tenn. 
Kansas City, Mo. 
Columbus, Ohio 
Topeka, Kansas 

Des Moines, Iowa 
Sioux City, Iowa 
Rockford, Illinois 


Your correspondence will be treated in strict confidence. 


Address 
0. J. Lacy, Second Vice-President in Charge of Agencies of 


The Minnesota Mutual Life Insurance Company 





SAINT PAUL 


lessees 








1846 1922 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


WHAT IS SERVICE? 


The progress of this Company for more than 
seventy-five years has been accomplished on the basis 
of true mutuality and the broad principle of the most 
complete and perfect life insurance protection possible. 


Through the medium of individual service of a 
high character, ‘‘Public Demand” has been interpreted 
as the fulfillment of individual needs. 


Connecticut Mutual life insurance protection is 
complete and satisfactory; specifically adapted to 
particular needs. 
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FIFTIETH ANNUAL ISSUE 


ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1922-1923 as heretofore, and embraces numeroy 
important features. One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relate 
to Fire and Marine Insurance. All the statistical and other matter that they contain has been compiled with the greate 
care by experienced insurance statisticians, the figures being taken from official reports. These volumes together cop 
stitute a trustworthy encyclopedia of insurance information. 7 

The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains 
standard tables of Life, Casualty and other Companies brought down to include the official figures of 1921 for eag 
company, in comparative form, for a series of years. Other tables show the standing and business transactions 
Foreign Life and Accident Companies. 

THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurang 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), togethe 
with details of assets and liabilities, and much other information. Tables are also given showing the status and trang 
actions of the principal Stock Fire and Marine Insurance Companies of the world, and much other important infor 
tion relating to Fire and Marine Insurance. It also embraces statistics showing the means of fire protection in oye 
8,695 cities and towns in the United States and Canada, and a Directory of 62,000 Agents, Adjusters and Attorneyg 


EACH VOLUME IS COMPLETE IN ITSELF 
LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to sug 


Companies under chapters headed as follows: 

STATUTORY REQUIREMENTS. STATISTICS OF FOREIGN COMPANIES. 
INSURANCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGENTS. 

These several chapters apply to the special features of Life and Miscellaneous 
Insurance, and are entirely different from similar chapters enumerated below for 
Fire and Marine Insurance. 

LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 


LIFE INSURANCE HISTORY. : 

Under this heading a tabular exhibit is presented covering the transactions of 
existing Life Insurance Companies for the past twenty years. The tables show ¢ 
receipts of companies from policyholders, their investments, etc.; disbursements 
policyholders under separate headings; expenses, total disbursements, new bug 
ness, insurance in force at the close of each year. assets, liabilities, surplus, andi 
fact all the material points that are contained in the statistics regarding the tra 
tions of recent years. 


This is a regular series of tables that have formed an important feature of THE 
Year Book for many years, presenting in comparative form the business transac- 
tions of American Life Insurance Companies for fifty years. They show the current 
business of the Life Companies in a concise manner for ready reference. 


COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very important series of tables, occupying one hundred and sixty-three 
pages, giving the comparative exhibits of the business and financial standing ot all the 
Life Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THE YEAR Book by the exclusion of classifica- 


tion of bonds and stocks owned and mortgage loans by states. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE, 

A separate section is devoted to these important branches presenting a vast amo 
of information, statistical and otherwise. The section opens with a carefully prepan 
synopsis of the statutory requirements concerning the admission of companies 
other States. Liability and workmen’s compensation insurance is exhai 
treated so as to show the methods of operation, while the plans of other brand 
are also presented. The statistics cover a period of ten years and are 2 
in an easily comprehended form, while giving all essential items. The depa 
of Business by States occupies 169 pages and will be found of great 
| The fact that everything relating to CASUALTY, SURETY AND MISCELLANEO 
| COMPANIES is now brought together makes THE YEAR BOOK more valuable 
| ever to that class of underwriters. 





FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. Under this chapter head are 
presented detailed statements as of Dec. 31, 1921, of the respective fire and marine 
{nsurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutua! companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
premiums and losses by classes of business; business since organization; data concern- 
ing San Francisco at ‘apital changes and surplus contri- 
butions, etc. Thi classes of companies: American 
Stock Fire and Ma Fire and Marine Ins. Cos. (licensed 
in the United Sta d Marine Ins. Cos.; Underwriters’ 
Agencies; Lloyds Reciproca nderwriters’ Associations; Unlicensed American 
Fire Ins. Cos.; Unlicer re and Marine Ins. Cos. 


AMERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 
2 years). FIRE LOSSES IN NEW YORK (50 years) STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 
FIRE LOSSES IN THE UNITED STATES (47 years). FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years) NATIONAL BOARD TABLES (risks, 
premiums and losses, G2 years) TAXATION OF FIRE INSURANCE COM- 
PANIES. RISKS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINKLERS. STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES. AND IN- 
DEPENDENT ADJUSTERS. CLASSIFICATION OF PREMIUMS AND 
LOSSES, 1921, FIRE INSURANCE IN CALIFORNIA FOR 36 YEARS. FIRE 
PREMIUMS IN VARIOUS:CITIES IN 1921. TAXES PAID BY FIRE INSUR- 
ANCE COMPANIES IN 1921. 


STATISTICS OF FOREIGN COMPANIES. INSURANCE IN _ FOREIG 
| COUNTRIES (embracing special consular reports, etc., from all parts of the wo 
| INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS @ 
FOREIGN COMPANIES. ; 
FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuabl 
department embraces 520 pages of data concerning the equipment for fire protecti 
purposes of over 8,695, cities and towns in the United States and Canada. 
information herein presented has been gathered from reliable sources, and forms 
most useful reference work for practical underwriters. F 
NOTABLE CONFLAGRATIONS IN THE WORLD'S HISTORY.—A list 
the more important fires from B. C. 1897 to A. D. 1922. 4 
LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprise 
the fires which have occurred in the United States and Canada in the last two centune 
and which are believed to have each inflicted damage amounting to at least $1,000,00 
DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AM 
CANADA.—A list comprising about 55,000 insurance agents, specifying the 
of business transacted by each. Also 7,000 adjusters and attorneys. ; 
UNLICENSED COMPANIES.—In the chapter devoted to ‘‘ Reports of Fire In 
ance Companies”’ is given much information as to Foreign companies which operat 
in this country without the authority of State Insurance departments. Very use 
to agents, brokers, reinsurance clerks and the insured. q 
MARINE DATA.—Policy forms, including New American Institute form; Yor! 
Antwerp Rules, Statistics, etc. 
LLOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted 
“Reports of Fire Insurance Comypanies"’ is given much information conc 
| numerous Lloyds and exchanges operating in various parts of the country. 
MISCELLANEOUS TABLES.—There are also other tabulations, giving 
' written and !n force; fire patrols; etc. 


THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as! 


standard authority upon ail matters pertaining to the business of insurance. 


It is invaluable to managers of companies as well as to the act 


men engaged in field work. The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legibl 


type 


PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $15.00. Fire and Marine Insurance, $15.00. Both volumes, when ordered together, $204 
Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of pa 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purel 


THE SPECTATOR COMPANY, 135 William Street, New York 
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| = OMPANY 
THE LEADING FIRE COMPANY INTER-OCEAN CASUALTY Cc 


OF THE WORLD | CINCINNATI, OHIO 
y Premium Income, 192]......cccccccccccccceccees $954,210.74 
Increase Over 1920 166,315.67 
Admitted Assets, December 31, 1921 


Increase Over 1920 
Capital and Surplus, December 31, 1921 307,908. 69 
Above figures verified by examination of the Insurance Shiemieiniiaind of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 
Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 


| $10,000.00 with $200.00 per Month 
wane KB» _ Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 

















Membership 150,000 Claims Paid $5,000,000.00 





Unusual Agency Opportunities at present in Central 
States 





Our Leading Salesman in 1921 made over $15,000.00 


Welidetit idel ily pom imnpanyot NewYork Business Men’s Assurance Company 


W. T. GRANT, Presi K CITY, MO. 
1876 ROBERT ry. HILLAS, Pres.  —1922— hidden. shri ends 


—— ACTUARIAL STUDIES 


Total Assets - - Over Twenty-seven Million Dollars 

2 : “Whi Study No. 1. ‘‘SOURCES AND CHARACTERISTICS OF THE PRIN.. 
Total Reserve Over Twenty Million Dollars CIPAL MORTALITY TABLES.” Price $1.25 plus cost of delivery, 
Surplus to Policy Holders - Over Seven Million Dollars se No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
a ; i Ay ABLES.’’ Price $1.25 plus cost of delivery. 
Losses paid to June 80, 1922 Over Ninety Million Dollars Wain volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
SeeuaLty. LINES Sumer Linke Chapter on “‘ Disability Benefits” (Study No. V.) ig nearly complete and 
a should be ready shortly. 
ACCIDENT FIDELITY Good progress has also been made on the chapters ‘‘ Construction of 
HEALTH COURT Mortality Tables (No. II.) and ‘‘ Population Statistics’’ (No. III.). It will 
LIABILITY Casualty Insurance CONTRACT probably take several months to complete these for publication. 


COMPENSATION FIDUCIARY 
powoaice and ane eashtnp THE SPECTATOR COMPANY 
ROBBERY — CUSTOMS CuicaGo OFFICE 135 Wiii1am STREET 
Tat ey beter Surety Bonds peter InsvugANCcE ExcHancE NEW YORK 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 



































“INSURANCE THAT INSURES” American National Assurance Co. 


3719 Washington Avenue 
ST. LOUIS, MO. 














If you are big enough to handle a General Agency and can show 


x SANIZED SL. ote a clear record, you are the man we are looking for. Wehave 
lOOI.’ ; WAAAY several openings for General Agents in Missouri, Illinois, 


Kansas, Ohio, Texas and Oklahoma. Contracts direct with 


the company. 


Cyuaran CC anita! aaa eeeeeerentenenNNNOREIRY annem 
Life THE COLONIAL LIFE 


ssociation : INSURANCE COMPANY OF AMERICA 


@hjiitolatel 


Frank W. Engel, Agency Manager. 











welcomes men with a good past who 
seek a better future 


PURE LIFE Ideal contracts in a square=deal company 
\] INSURANCE E. J. HEPPENHEIMER, President 
iEN of ale) LITY 2 @)icGii @)\' GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 


CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 
HOME OFFICE, JERSEY CITY, NEW JERSEY 





35 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or Office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must be a fighter. He needs brains. He 
must have resource, w isdom and wit. He must be tactful and well-mannered. And surely he must 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence 
and larger income than life insurance. 





To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute know- 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 























